











01, 
na 
mm © 





mY 















a awr- ‘ 





Fat aa 2 


ini 


TEST ET ES G1 





IFYTeTE 
HLTH HEE “2 


epetiyet 











A WEEKLY REVIEW OF INSURANCE 


PUBLISHED By THE SPECTATOR COMPANY 
135 William Street, New York 





























TAT ee 


Volume Ct New York and Chicago, Thursday, March 18, 1920 Paseo Dollars Yearly 
, BRAK, 
¢ MAR 22 1928 
Univ, oF Wer 














The Prudential eon Company of America 


FORREST F. DRYDEN HOME OFFICE 


PRESIDENT NEWARK, N. J. 
INCORPORATED UNDER THE LAWS OF THS STATE OF NEW JERSEY 























_ =a 








10 on = ae “6 


1792 1920 


<0 one? 1799 










ROO TPT TYE 9 SO ee eee '| 





Insurance Company of North America 
PHILADELPHIA 


This Company is now in its 128th year—has paid every loss without fuss or red tape. 
Today it is stronger than ever to meet the complex needs of the hour. 

Capital - - - $ 4,000,000 

Losses Paid Over 211,000,000 


THE OLDEST AMERICAN STOCK INSURANCE COMPANY 

















Metropolitan Managers Marine Department Manager Brokerage and Service Department 
DARBY, HOOPER & McDANIEL PLATT, FULLER & CO. CHARLES F. ENDERLY, Mer. 
59 John Street 27 William Street 111 William Street 
New York 
FIRE AUTOMOBILE MARINE 
STI LINDA VD) (sess © eee TT ENTE TU MUMS 
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ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 


President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E. KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 











SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 
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Insurance in Force 


$43,000,000.00 
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HARRY L. SEAY, President 
J. W. HURST, Jr., Secretary 
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The Acid Test for Strength, 
Liberality, Service and Low Cost 


places 


(/1N = 
Sxl 
IFE INSURANCE COMPANY 


OF GOSTON MASSACHUSETTS 


high on the list 


CAPABLE AGENTS WANTED 
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THE HOME OF SERVICE 
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INSURANCE PAID FOR NINETEEN-NINETEEN 


$'72,000,000.00 





BANKERS LIFE COMPANY 


DES MOINES 


GEORGE KUHNS, President 














NATIONAL FIRE 


INSURANCE UNDERWRITERS 
OF PENNSYLVANIA 


C. H. MILLER, Pres.-Treas. W. P. LEWIS, Secretary 
FINANCIAL STATEMENT 
JANUARY Ist, 1919 


ASSETS 
Municipal Bonds and Stocks:(Market Value) 
Cash on hand and in banks 
Premiunis in course of collegtion 
Interest accrued...... Weaiigi a CWS Wee OH ERICA O80: 6D CRS AE IES 
br urniture and Fixtures 


Reserve for unpaid losses 


Reserve fot unearned premiums 183,263.69 


$191,263.69 
259,268.10 


$450,531.79 


JAMES R. SKINNER 


Managing Underwriter 
EVANS BUILDIN WASHINGTON, D. C. 


Risks accepted throughout U. S. and Canada 
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THE CALL OF THE WEST 


Where Nature and Industry Combine 
under the Inspiration of the Wonderful 
“Spirit of the West,”—The Spirit of Prog- 
ress—in furnishing the Life Insurance Sales- 
man a field where his highest ideals may be 
realized in the fullest measure. Where the 
sun shines 365 days in the year and there are 
no limitations of weather conditions to hand- 
icap Ambition’s urge of the man who WILL. 


THE WEST COAST LIFE is calling for Reapers—salesmen 
of successful experience and high ideals in Life Insurance Service 
—to join itt FOURTH CAMPAIGN OF THE GOLDEN 
HARVEST, which began September Ist and will continue 
throughout the remainder of the year. 





The harvest is ripe for the sale of West Coast Service and the 
financial rewards are unusually liberal and attractive to life 
underwriters who desire to build a profitable future in the land 
of perennial sunshine and prosperity. 


If YOU feel the Call of the West, obey that impulse by writing 
at once to 
CHAS. W. HELSER, Vice-President 
“WEST COAST LIFE” 
376 Pine Street San Francisco, Cal. 


EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 


Kom 4 Inspector or Adjuster is 


4N ELIGIBLE 
SMO ‘ TO THE 


hy 
B 





Iowa State Traveling Men’s Association 


“Oldest and Best’’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 
Insurance to August Ist, 1920, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 




















SAFETY for 
THE WIDOW’S MONEY 


Through The 


MONTHLY 
INCOME 
PLAN 





A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
_-desiring a powerful aid to 
the sale of this great busi- 
ness-building policy, now 
just coming into its own. 


Printed attractively as an 
8-page leaflet, vest-pocket 
size. 








A Sample Will Convince You 
Send For It. 





The Insurance Field Company 


INCORPORATED 


P. O. Box 617 Louisville. Ky 


Great American 
Iusurance Company 


New Pork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$105,437,708.58 
STATEMENT JANUARY 1, 1919 


$5,000,000.00 


akan FOR a OTHER LIABILITIES 


15,231,512.92 


ET st URPLUS 


10,6 1 9,509.09 
30,851,022.01° 


*Includes $134,574.96 Excess Deposit in Canada 
THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1918 


United States Government Liberty Loar bonds owned 
by the Company exceed its entire capital stock of 
$5,000,000—a striking indication of true patriotism 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H, SAGE, Gen’! Mgr. 
INGRAM & LERCH, Managers 


Pacific Department 


GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 








76 West Monroe St., Chicago, III. 


’ Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


San Francisco, California 


Marine Department - 


WM. H. McGEE & CO., Gen’! Agts. 
15 William Street, New York City 
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Henry M. Schnarr 


Horace R. Wemple 
Secretary=Treasurer 


President 
FIRE 
RE=INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


15 William Street 
New York New York 











Stability with Fraternity 


THE FRATERNAL AID UNION 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 
Assets of Two Million Dollars Operating in Thirty-eight States 
SOMETHING DIFFERENT 


If interested, address 
V. A. YOUNG, Supreme President, LAWRENCE, KANSAS 








Che Independent Order of Puritans 


Home Office—Suite 818 Westinghouse Building, Pittsburgh, Pa. 
—ISSUES— 
eee mera guaranteeing a fixed a income to 
Annuities Certificates your family in event of death or to your- 
self in case of disability or old age. 
Life Certificates 10 year term, Whole Life and Endowment Plan. 
guaranteeing protec- 


Combination Sick, Accident Annuity fion against loss of 
: CPE time from_ sickness 
and Funeral Benefit Certificates or Accident and a 
Funeral Benefit Paid 
on death from any cause. 

PAID TO MEMBERS, JULY 1, 1917, $852,234.97 

ANNUAL RESOURCES $500,000.00 

An up-to-date progressive association possessing the strong features of 
adequate rates (American Experience Table of Mortality, 4 per cent) and 


Economical Management. 
INSURANCE IN. FORCE $15,000,000.00 MONTHLY INCOME ANNUITIES 














Thursday 








Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and 
commission. In writing give full details, past 
history and reference. Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 








Live Men Can Double Their Income 


selling our 


MONTHLY PENSION BONDS 


(copyrightea) 


Under our Service Pension Contract 


The LaFayette Life Insurance Co. 
LaFayette, Indiana 


YW. W. LANE, Secretary. A. E. WERKHOFF, President 





Look up the record of 14 years’ successful life insur- 
ance service of the 


FORT WORTH LIFE 


Fort Worth, Texas. 
Then write concerning an 
Attractive Contract to sell 
Popular Policies at 
Reasonable Rates in 
Prosperous Territory in Texas 





COMPANY 


Incorporated 1851 


ESTERN ASSURANCE 
OF TORONTO 
FIRE, EXPLOSION—RIOTS CIVIL COMMOTIONS AND 
STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1919 














EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 


a eke ae ORL RELE eR $4,693, 580.53 

SURPLUS IN UNITED STATES.................. $1.733,616.33 

TOTAL LOSSES PAID IN UNITED STATES FROM Thos. F. Daly, President DENVER, COLORADO 
1874 TO 1918 INCLUSIVE...................... $45,098,883.86 











Fidelity and Surety Bonds 
Accident and Health - 
Monthly Payment 


























A. J. SABATH, President 





Plate Glass 
Burglary . 
Automobile Liability—Property 
Damage and Collision 
Licensed by the United States Government, the District of Columbia, and the following States: 
Illinois, Iowa, Kansas, Michigan, Missouri, Minnesota, Ohio, New Jersey, Indiana 
Pennsylvania, Kentucky, Wisconsin, Maryland, Nebraska, West Virginia. : 
A Company conducting its business with an annual premium income of over ONE MILLION DOLLARS, witha policy 
outlined by its own Officers and Directors in co-operation with its own agents. 


CHICAGO BONDING AND INSURANCE CO. 


Home Office—CHICAGO, ILL. 
CAPITAL AND SURPLUS TO POLICYHOLDERS, OVER $1,000,000.00 


WRITES 

General Liability 
Elevator 

Teams 


O. F. ROBERTS, Vice-Pres. & General Manager 
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NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


GUSTAVUS B. HOLT, Special Agt 
Mass. 


JOSEPH W. BECK, Syestal Agent 73 Kilby & B 


56 Richton Ave., Detroit, 


FRANK G. DELA HUNT, 
W. P. RAY, Special Agent ss 
Terre Haute, Ind. 


_— t 
720 Racine est, kcien, Wis. 
0.0. onanDatt, sd dome | PWS LES RSs 
. ° t . t., ad 
$.° 4 ) eapo D 
. WETZEL 


RICHARD W. 
1526 Bryden Road Columbus, Ohio 














The Company that 


LEADS THEM ALL IN KANSAS 





Has the largest volume of business in force ever placed 
upon the books of any Kansas Company 


THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 
WICHITA KANSAS 


























WANTED: PRODUCERS OF GOOD BUSINESS IN 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, 
FLORIDA AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address ©. D. RENICK, President 


INDIANA NATIONAL LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIAY * 





COMPENSATION 








THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT 
HEALTH BOILER 
AUTOMOBILE LANDLORDS 
TEAMS % ELEVATOR 

= GENERAL LIABILITY 


~ 


Established ' 1869 


LONDON GUARANTEE & ACCIDENT CO., Ltd, °Enaccno" 


Head Office: CHICAGO, ILL. PF. W. LAWSON, Gereral Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 

STOKES, PACKARD, HAUGHTON & SMITH, f i 
Resident Managers 434 Walnut Street, Philadelphia, Pa. 

ELMER A. LORD & CO.. Resident Managers 145 Milk Street, Boston, Mass. 





SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Building, Gary, Indiana. 
i Wilbur Wynant, President. 











WANTED 

P oducers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 
FEDERAL CASUALTY COMPANY = = = CETROIT, MICHIGAN 

POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY - = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 

















The greatest automobile 
state in the Union today 


is Ohio. 


The largest and strong- 
est automobile insurance 
company in Ohio is 


The Great American 





Full coverage automobile insur- 
ance at reduced rates. 


MANSFIELD,OHIO. 























LE ROY, OHIO 


Net Amount of Unpaid Losses and Claims........ $183,521.78 
Reserve for Unearned Premiums......... wececee 2,853,032.68 
Federal, State and other Taxes due and accrued .. 70,086.10 
AUT GEES Tea ia Gor cece ix sda ve ah oahsl Wek ui eeaier Ole os 33,708.90 


F. H. HAWLEY, President 


OHIO FARMERS INSURANCE COMPANY 


STATEMENT DECEMBER 31, 1918 
New York Basis 


Organized 1848 








Reserve for Emergencies.......... $125,000.0C 
N€@SGSINUNS sco siwiwsecoviewss ee 1,366,077.93 
Surplus to Policyholders............ ee ee 1,491 ,077.93 
Daigo ksicnnnitesenmacimannanin "$4,631 ,427.39 


W. E. HAINES, Secretary 











Surety and Fidelity Bonds 


Casualty Insurance 





American Bonding and Casualty Company 


AMERICAN BONDING 
AND 
CASUALTY COMPANY 


SIOUX CITY The unprecedented growth of this company is 





Home Office: Sioux City, Iowa. 
Gus. A. Elbow, President 


Over $850,000.00 in approved securities on 
‘deposit with Iowa Insurance Department for 
protection of policyholders. 


Assets June 30th, 1919 - $1,707,890.53 


evidence of the quality of our Service. Agents 
are invited to avail themselves of this service 
where we are not represented. 
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“The Leading FIRE {INSURANCE Co. of America” 


PORTUGAL SPAIN 


J. Forcada 


Praca do Municipio, 12=13, 
Lisbon (Portugal) 


Underwriter-= Settling Agent 
Insurance Broker 


WM. B. CLARK, President 
1819 - 1920 
Oleteme ehbbalebasemehelem@elcem Ao-has 
of Service 


0 
Losses Paid over $183,000,000 J. FORCADA & C 


Barroeta Aldamar, 2, 

















_ SUCCESSFUL LIFE INSURANCE AGENT. : 
aun ° rou oy oa to secure a General Agency for yourself? If so, Insu rance and Reinsu rance 
WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause $5,000, the face of 
the Policy, will be paid. 


SECOND, that in case of death from any ACCIDENT, $10,000, or 


| Bilbao (Spain) 

















DOUBLE the face of the Policy, will be paid. 
THIRD, that in case of death from certain SPECIFIED eepttenn, 
$15,000, or THREE TIMES the face of the Policy, will be p 
: FOURTH, Pv in anes sf meng eae greg fg a nt of necidenta ! H E M U T U A L- LI F E 0 F IL L | N 0 | S 
$50 PER R WEEK uring such diss ait , but not to exceed 52 weeks, HOME OFF ICE: 
on cha es aod a ae Can insurense de MORE? SPRINGFIELD, ILL. 
—_ WHY should any man be cogent a with a pr'icy that would do 
ess . 
Annual Premtum, Age 35, Ordinary Life, $128.05), Twonty-Pay- An ‘Old Line’’ Legal Reserve Company 
t eC, wenty-Year Endowment, e e e 
yer Agents canal in the following States: Pennsylvania, issuing all the standard forms 
Delaware, Kansas, Michigan, Ohio and the District of Co umbia. of policies. 
Address: 
UNITED LIFE AND ACCIDENT INSURANCE CO. — —— in a still open. wal 
Home Office, United Life Bldg., Concord, New Hampshire pleased to near from anyone intereste 



































Kristiania Shipping, Insurance and Trading Co. A/S 














KRISTIANIA LONDON, E. C. 2. 


(27, Karl Johansgate) (65, London Wall) 
Manager (Insurance Branch): H. C. O. Sidney 
Insurance and Reinsurance Managers and Brokers 
Facultative Reinsurance and Obligatory Treaties Negotiated 


“CLARO”, KRISTIANIA 
TELEGRAMS: | wrpouTING AVE.,’”? LONDON 
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For all lines except 
Accident—Health—Burglary 


59 JOHN STREET 
JOHN C. BUNYAN, Superintendent 


BROOKLYN OFFICE 
32 Court Street 


W. F. R. EIFLER, Supervisor 





Assets (Admitted by N. Y. Ins. Dept.)..... 
Liabilities (Required by N. Y. Ins. Dept.).. 
Voluntary Reserve for Contingencies. ... 
Surplus to Policyholders................ 
Securities deposited with Insurance Depts. and Trustees for protection 

of United States Policyholders...... 
Premium Income (1919) ............... 


METROPOLITAN DEPARTMENT 


eli Tm 


a 


59 JOHN STREET, NEW YORK 
CHARLES H. NEELY, Manager and Attorney 


Financial Statement for the United States January 1, 1920 


nici Sok Sd eels mule ea le ie eee $15,305,076.62 
ee Oe ere Cre ee 12,145,004.33 
We sm pce ote la Ate Statyem, ocd Soca A a a 1,800,000.00 
re Le cee 1,360,072.29 


ost. nie oat Oe oe SSP ties RS et od a 11,868,242.42 
Fa Shc 5 Sg tat EAR RATE ah toa as a 12,272,334.31 


Accident- _Health 
and Burglary Division 


92 WILLIAM STREET 
WILLIAM J. RITCHIE, Supervisor 


NEWARK OFFICE 
31 Clinton Street 


PERCY R. MILLS, Supervisor 




















GENERAL OFFICES: 
Wilkes-Barre, Pa. 


2nd Floor Coal Exchange 





Live men want a live Company. 
Our Salesmen make money. 
Good contract for the right man. 





H. B. WILSON, 


Secretary © 


JOHN F. TUBBS, 


President 


Write Us Today. 








Manuals of Compensation, Lia- 
bility and Automobile Insurance 


THE SPECTATOR COMPANY isin a position to supply to Companies 
and Agents Manuals as follows: 





Manual of Compensation and Liability Insurance 
—Rules and Rates—THE BASIS MANUAL 


Hitherto in preparing manuals of rates for workmen’s compensation and 
| liability insurance, the compilers have confined their labors to individual 
} States. Now that nearly half the States of the Union have enacted com- 
| pensation laws it has been found feasible to compile a basis manual applica- 
ble to all States. Issted in locse le:f form. 

| The rates given therein are the basis rates for all classifications, while 
differential slips containing the multiplier to be used in arriving at the 
manual rate for particular States will be supplied as desired. 

MANUAL OF LIABILITY INSURANCE—RULES AND RATES. 
Being basis rates for liability insurance in States h:ving ro compensation 
laws. Loose leaf form. D/fferential slips supplied as desired. 

New Jersey Manual cf Compensation and Liability Insurance (January 
Ist, 1920.) 

Companies and Agents can also be supplied with the Manual dealing with 
Automobile Liability Insurance, in three parts, as follows: 

Automobile Manual—Horse Power Ratings, 1905 to 1920 Models. 





66 ‘* —Rules for Writing Liability Property Damage 
and Collision Insurance. 
“6 ‘* Differential Rate Sheets. 


Digest of Workmen’s Compensation Laws, Sixth Edition, 
December, 1919. 


These Manuals are official and can be supplied in quantities to suit. For 
prices and further particulars, address 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WituiAm STREET 
IN@URANCE EXCHANGE NEW YORK 
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THE LATEST MORTALITY TABLES—JUST ISSUED 


AMERICAN-CANADIAN 
MORTALITY INVESTIGATION 


Compiled by Committees Representing the 
ACTUARIAL SOCIETY OF AMERICA, 
AMERICAN INSTITUTE OF ACTUARIES, 
NATIONAL CONVENTION OF 
INSURANCE COMMISSIONERS 
IN TWO VOLUMES 


Based upon experience of 59 legal reserve life insur- 
ance companies. 

Presents actual mortality experience, with comparisons 
thereof with rates shown in existing standard tables. 
Volume II Presents Experience Under Various Policy 
Forms—Term, Whole Life, Limited Payment and 
Endowment. 

Causes of Deaths Among Americans and Canadians 
are compared in a series of tables. 

Experience under Individual policies in excess of 
$50,000 compiled, with Interpretations. This in- 
formation of importance to insurance companies. 
Every life insurance company and actuary should 
possess these books, which contain valuable informa- 
tion and are handsomely bound in half leather and 
cloth. 





Price, $10.00 for each—$20.00 the set 
Orders will be promptly filled by 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WiLutiAmM STREET 
INSURANCE EXCHANGE NEW YORK 





FOUNDED 1865 


The PROVIDENT LIFE 
and TRUST COMPANY 


OF PHILADELPHIA, PENNA. 





The farsighted “ Maturing Policy ” of the 
Provident is in accord with the Spirit of the Age. 


You 


It protects your own declining years. 
can make it “Shark proof” if you die. 





Northwest Corner Fourth and Chestnut Streets 





























In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 


Dividend Scale Maintained, Surplus Increased 





New England Mutual Life Insurance Co. 
Boston, Mass. 




















eneral Accident 


AS=l 
Gro 37 














FIRE AND LIFE 


ge, ASSURANCE CORPORATION, Lid 
FREDERICK RICHA 2DSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA 


EVERY LIFE MAN KNOWS 


the encouragement of working in a successful atmosphere. 


The Great-West Life during the year 1919 experienced the greatest success of 
twenty-seven successful years. 


In short, for these unequalled Policies there is an unequalled demand. 
Investigate. 


THE GREAT-WEST LIFE ASSURANCE COMPANY. 
HEAD OFFICE — WINNIPEG, MANITOBA 










THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 


The Original Woman’s Order on Adequate Rates 
Organized in 1892. 


Has Made a Notable Record in the Fraternal World 
Has a Business Standing of Merit 
Gives Safe Protection to Women and Children 
Its Plans are Attractive 
Cares for its Needy Sick 
Its Reviews Are Social Centers. 


Miss Bina M. West, Miss Frances D. Partridge, 
Supreme Commander Supreme Record Keeper 


Headquarters: W. B. A. Building, Port Huron, Michigan. 





ILLINOIS LIFE 


INSURANCE COMPANY 


CHICAGO 
JAMES W. STEVENS, President 









Greatest Illinois Company 





HOME LIFE INSURANCE CO. 


NEW YORK 
WM. A. MARSHALL, President 


The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 

For Agency Apply to 
GEORGE W. MURRAY 


Superintendent of Agents 








256 BROADWAY, NEW YORK 
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The circulation of the publications of The 
Spectator Company, including THE SPECTATOR, 
amounted for the year ending January 1, 1919, 
to 1,240,375 copies, averaging 23,853, weekly. 
These standard publications, covering life, 
fire, casualty and miscellaneous insurance, are 
recognized as authorities in their particular 
lines, and many have recewed the endorse- 
ments of the United States Government and 
State Insurance Departments. The statistical 
and historical records of the various insurance 
companies, news and educational articles, and 
convincing arguments rendering the prospect 
mind receptive to the solicitation of insurance 
men, are thus given wide public circulation, 
constituting the most valuable SERVICE to 
the insurance companies. 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
tour Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 


PUBLISHERS 
135 WILLIAM STREET, New York 
Arthur L. J. Smith 
President 


Harry W. Barnard 
Second Vice-President 


Loughton T, Smith 


Charles H. Nicoll 
Vice-President 


Robert W. Blake 


Treasurer Secretary 
Sholto D, Kirk Fred. B. Humphrey 
Assistant Treasurer Assistant Secretary 


Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531 


Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 


Copyrigt, 1920, by The Spectator Company, New York 
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N order to prevent the flow of Amer- 

ican risks directly to the home offices 
of foreign fire and marine insurance 
companies in other countries, Superin- 
tendent J. S. Phillips of New York ad- 
vocates two preventive measures. One 
of these, relating particularly to marine 
business, is a recommendation that there 
should be enacted a law similar to that 
governing the placing of excess fire 
risks through brokers or agents licensed 
especially for that purpose, and who are 
required to make affidavit that they have 
exhausted the writing powers of com- 
panies licensed in New York before 
placing business in unlicensed companies, 
and who also have to pay a tax on 
the premiums involved. Superintendent 
Phillips also considers the alleged prac- 
tice of the home offices of some foreign 
fire insurance companies which are 
licensed in New York, of accepting 
\merican risks directly and not through 
their Uisited States branches, and ad- 
vocates legislation which will permit him 
to cancel the New York license of any 
company found gtilty of this practice. 
It is clanmed that many millions of dollars 
of premiums are sent abroad and escape 
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taxation in this country; and he intends, 
if possible, to put a stop to the trans- 
action of such business. A _ property- 
owner in any State of this country has 
a right to deal directly with an insur- 
ance’ company in any other State or any 
foreign country, though, if he should deal 
through an agent or broker, the latter 
might be punishable for transacting busi- 
ness for an unlicensed company. In 
some States the property-owner must re- 
port his transactions with unlicensed 
companies, and pay a tax on premiums 
sent to trem. It does not seem fair to 
the companies which maintain funds in 
this country, secure licenses, and pay 
the lawful taxes and fees, that the com- 
panies escaping such conditions should 
be permitted to operate without let or 
The general subject is one 
which has received considerable thought- 
ful attention of late on the part of State 


hindrance. 


Insurance Commissioners, and it is likely 
to come up in State legislatures from 
time to time, 


YEAR’S work on the part of sev- 
A enty-seven employees of the Na- 
tional Board of Fire Underwriters, as- 
sisted by the most modern mechanical 
devices, has been necessary in order to 
classify the fire loss statistics for the 
year 1918. The tabulation of these re- 
sults shows approximately the propor- 
tions in which varying causes led to the 
destruction of property valued at $350,- 
000,000. Not only was this huge sum 
wasted through the absolute annihilation 
of property, but fifteen thousand human 
lives were also sacrificed. The tabula- 
tion made by the National Board divides 
the losses into twenty-two groups of 
causes in each of the States, these falling 
into two general divisions of strictly 
preventable causes and partly prevent- 
able causes. The largest loss for a single 
strictly preventable cause is that ascribed 
to matches and smoking, $16,453,562, 
other major preventable causes being 
heating apparatus and defective chim- 
neys and flues. Although the fire loss 
of the country continues to reach tre- 
mendous proportion yearly, the National 
Board is optimistic and answers the 
question, “Does fire prevention prevent ?” 
by saying that “preventive measures are 
of unquestionable value, and serve to 
held the figures below those which would 
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otherwise be shown, but that modern 
conditions of life, and particularly those 
characteristic of wartime, tend to in- 
crease the hazard to life and property. 
Thus, there is the urgent need of redoub- 
lings efforts at conservation.” This is 
the proper spirit in which to look at the 
matter. Had there been no efforts at fire 
prevention and conservation, it is ob- 
viously impossible to guess to what vol- 
ume the fire loss might have reached, but 
it is safe to say that it would have been 
hundreds of millions of dollars larger 
yearly. Those who have been working 
for the reduction of the fire loss must not 
lose heart, for while it is not possible 
to demonstrate what loss of life and 
property has been prevented through 
their efforts, it is undoubtedly true that 
the savings have been very great. 


~~... chart prepared by 
the National Board of Fire Under- 
writers shows the per capita fire losses 
by States in the years 1916, 1917 and 
1y18, divided according to their character 
as “strictly preventable,” “partly pre- 
ventable,” and “unknown.” For the 
whole country, in 1918, the strictly pre- 
ventable fire loss was sixty-two cents per 
capita; the partly preventable loss was 
$1.23, while the losses due to unknown 
causes: amounted to eighty-three cents per 
capita, making the whole fire loss at the 
rate of $2.68 per capita. It is notable 
that the per capita loss has advanced 
from $2.06 in 1916 to $2.21 in 1917, and 
further 10 $2.68 in 1918. This is a bad 
sign, and it is hoped that the country 
has reached the peak of its per capita 
fire loss record, 


HE fire loss in the United States and 
Canada in February last is com- 
puted by the Journal of Commerce as 
having been $26,631,500. This is within 
a few hundred thousand dollars of the 
loss in the same month in 1919, and $6,- 
000,000 more than in the month of Febru- 
ary, 1918, and brings the total for the first 
two months of this year up to $63,644,- 
250, or an average of nearly $32,000,000 
per month, which is considerably higher 
than in either of the last two years. 
Probably the severe weather has had 
much to do with the heavy loss in the 
last two months, so that this rate of 
burning is not apt to continue, 











Life Insurance 


OLDEST BIG CO’S GAINS 





Mutual Life Insurance Company of New 


York Renders 78th Anrual Statement 


——- 


TOTAL TERMINATIONS LOW 





Living Policyholders Receive Over Twenty-Two 
Millions in Dividends— Benefits Exceed 
Total Premiums 

The “oldest life insurance company in 
America,” as the Mutual Life Insurance Com- 
pany of New York is often called, was or- 
ganized in 1842 and began business early in 
1843. The year just closed, therefore, was the 
seventy-seventh, and in its statement as of 
January I, 1920, increases all along the line 
are noted. 

Since 1843 America has engaged in four 
major wars—the Mexican, Civil, Spanish- 
American and the World War—and in addi- 
tion has sent military expeditions into Mexico 
and some of the West Indian and Pacific 
islands. The country has witnessed during 
these three-quarters of a century a number of 
rather serious financial and industrial up- 
heavals, as well as epidemics of disease re- 
sulting in great human mortality, all of which 
have had some effect on the life insurance 
business of the country. The Mutual Life, 
always owned and operated by its policyhold- 
ers, has weathered these storms and now 
stands as a representative monument to the 
soundness of the principles upon which its 
organization is based—level-premium, legal- 
reserve life insurance. 

In not a few cases has the Mutual Life In- 
surance Company paid the full face and 
accumulations under its policies to holders 
who survived the assumed limit of life, age 
96, at which all ordinary policies mature as 
endowments. A number of these policy- 
holders are still living. In the last few years 
of their premium-paying period it often hap- 
pened that the net amount of the premium 
for good-sized 





policies was less than ten 
dollars, and in some cases the dividends equal 
the total premium, demonstrating the lowering 
cost of legal-reserve life insurance as age ad- 
vances and productive capacity declines. 

Since organization the Mutual Life has paid 
to policyholders and beneficiaries the enor- 
mous sum of $1,548,934,083, and now holds 
for their protection $662,390,275, making the 
total benefits to policyholders aggregate $2,- 
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rights. 





Pittsburgh, Pa. 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Financial backing on a liberal basis. 
Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 





211,324,358, while receipts from policyholders 
in premiums since 1843 total $1,908,879,628. 
For each dollar of premium paid, the Mutual 
Life Insurance Company has returned to or 
is holding for the benefit of policyholders 
$1.16, or nearly one-sixth more than has been 
paid for protection, 

In 1919 the agents of the company paid for 
a total volume of new business of $347,639,513, 
represented by 108,696 policies, the average 
policy being in a sum of $3189. 
were very low during the year and mortality 
was favorable, especially in consideration of 
the age of the company’s business, the addi- 
tions to the total amount in force were very 
large, being $227,289,404, or about 70 per cent 
of the total new issues and revivals, so that 
the total insurance outstanding at the close 
of 1919 was $2,089,171,357, representing 864,- 
539 policies. 

Premium income in I9Ig9 amounted to 
$77,917,267, of which $17,192,872 represented 
receipts from new business. Interest and 
rents yielded $30,837,364, while there was 
derived from other sources $3,998,826, making 
the total income $112,753,457. Beneficiaries 
received under death benefits $29,436,869, while 
disability and double indemnity claims totaled 
$75,433. Living policyholders received in 
dividends $22,407,417, or about two and one- 
half times the sum paid for matured endow- 
ments, viz., $8,651,981. Annuities and sur- 
render values brought the total payments to 
living policyholders up to $51,676,336, aside 
Total payments to 


As lapses 


from disability benefits. 
policyholders were $81,113,205. 

Admitted assets totaled $662,390,275, while 
reserves on policies amounted to $549,360,366. 





The assets are well invested in securities and 
real estate that are paying a good rate of 
interest. 

The Mutual Life is conservatively and ably 
managed, the standard of its investments in 
securities being followed by many executors 
The policy of the company is not 
to sell group insurance, and the company has 
not yet issued policies insuring impaired lives. 
In other words, the large membership insured 
by this company is composed of selected lives, 
and the company states that its mortality rec- 
ord has been correspondingly favorable. 

Below is briefly set forth a summary of 
the Mutual Life’s transactions in IgI9: 


of estates. 


PGUCOG <PISSOES.. 6iaesc toe Siaincdieiee siewiew ers $662,390,275 


RESOPVES: Oli POLICIES 6 6.66.0 '6:6:4:0:0-00: 56200 549,369,266 
Income: 
INGW SPTEMALURIS! 6:40 cies: e xine eieie-e 17,192,872 


754,300 
59,970,095 
77,917,267 
30,837,364 

3,998,826 
112,753,457 
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Renewal premiums ...........-.. 

Total premium income ..... 
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Disability and double indemnity... 

Total paid policyholders ............. 
Insurance account: 

New business, 110,090 policies for 

Insurance in force, 864,359 policies 

arti. a iets esc meieaN We $2,089,171,3: 
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17,819,339 
75,433 
81,113,205 


$351,067 ,492 


The Mutual Life Insurance Company has 
always been a mutual company, and has the 
co-operation of its more than 860,000 satisfied 
policyholders to commend it to the insuring 
public. Its field forces are loyal and repre- 
sent a high type of insurance salesmen. 











and trucks, 
as never before. 
but you must show me. 


President, 
628 Great Southern Life Bldg. 





STOCK SALESMEN 


I want a man who has had experience selling 
board contracts, and believes that plan for sell- 
ing anything the greatest ever devised. Good 
leads and country bank co-operation. 
holders include bankers and business men. 
Company under production building tractors 
The South is buying industrials 
The right man’s opportunity, 


You had better wire for particulars, stating 
experience and present employment. 


Dallas, Texas. 


Stock= 














PIONEER LIFE INSURANCE CO. OF AMERICA 


POLICIES THAT SELL 


Double Indemnity for accidental death. 
Total and Permanent disability benefits. 
Partial disability benefits. 
Surgical Operation benefits. 
Annual Dividends. 


TERRITORY OPEN IN 
John W. Cooper, President. 


Kansas City, Mo. 


Policy luan insurance. 
Freedom, occupation and travel. 


MISSOURI AND KANSAS. 
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The 


PERFECT 
PROTECTION 
POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolute- 
ly new and different to talk 
to.your prospects. Gives you 
a chance to earn more money 


than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The Accident and 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 
panies. Our agency contracts 


are as liberal as can be made. 


WRITE AND WE WILL TELL 
You More ABOUT OURSELVES 


Reliance Life 


Insurance Company 
of Pittsburgh 


Farmers Bank Building 


PITTSBURGH, PENNSYLVANIA 
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CONNECTICUT GENERAL LIFE 
REDUCES DIVIDEND SCALE 


Surplus to Be Restored te Proportion Held 
Before the Influenza Epidemic 

The Connecticut General Life of Hartford 
announces a reduced scale of dividends to be 
adopted June 1 next, the upward trend of 
taxes and general expenses following the losses 
from war and influenza rendering it advisable 
in the view of Robert W. Huntington, presi- 
dent of the company, “to accumulate at least 
the proportion of surplus held before the epi- 
demic.” 

“Mutual rates,” says President Huntington 
in a circular letter to the company’s agents an- 
nouncing the new scale, “are meant for just 
such contingencies, and, although the reduced 
schedule will increase the net cost of insurance 
by only a small percentage, it will materially 
strengthen the company’s position and enable 
us to face the future with the utmost confi- 
dence.” 

Following are samples of the dividends on 
the new scale: 

ORDINARY LIFE 
Ist Divi- 2d Year, 2d Divi- 3d Year, 


Age Premium dend Net Cost dend Net Cost 
pa $16.18 $ .86 $15.32 $ .94 $15.24 
, | oe 18,12 1.05 17.07 1.15 16.97 
ee 20.63 1.30 19.33 1.42 19.21 
Mens 23.89 1.63 22.26 1.79 22.10 
eee 28.20 1.84 26.36 2.02 26.18 
1) ne 34.02 2.11 31.91 2.35 31.67 
50* 43.04 2.72 40.32 3.02 40.02 
55* 55.60 3.99 51.61 4 34 51.26 
60* 73.31 6.82 66.49 7.23 66.08 
LIFE, 20 PAYMENTS 
25.85 2.18 23.67 2.34 23.51 
2818 2.51 25.67 2.70 25.48 
31.00 2.93 28.07 3.14 27.86 
34.50 3.47 31.03 3.71 30.79 
38.89 4.19 34.70 4.46 34.43 
44.58 5.17 39.41 5.50 39.08 
52.19 6.08 46.11 6.47 45,72 
62.63 7.63 55.00 8.10 54.53 
77.35 9.44 67.91 9.97 67.38 
ENDOWMENT, 20 YEARS 
ca 46.76 3.03 43.73 3.43 43.33 
eRe see 47.28 3.29 43.99 3.69 43.59 
| ee $8.02 3.62 44.40 4.02 44.00 
Ghee eas 49.13 $.07 45.06 4.48 44.65 
ee 50.89 4.68 46.21 5.09 45.80 
Whi wn 53.79 5.54 48.25 5.97 47.82 
i eee 58.68 6.34 52.34 6.80 51.88 
Dies as 66.66 7.77 08.89 8.28 58.38 
| aa 79.42 9.53 69.89 10.08 69.34 


* These premiums and dividends are for ordinary 
life policies issued since June 1, 1919. 





Sun Life of Canada 


Great advances characterized the operations 
of the Sun Life Assurance Company of Canada, 
whose head. office is at Montreal, during the 
year 1919. Among the increases apparent from 
a comparison of the company’s 1919 statement 
with that of the previous year are the follow- 
ing: In assets, $8,091,089; in cash income, 
$4,053,101; in new paid-for insurance issued, 
$34,057.457: in life insurance outstanding, 
$75,548,8c6, and in insurance applied for, $42,- 
529,882. The company now possesses assets 
amounting to $1¢5,711,468, while its total sur- 
plus over all liabilities and capital is $8,037,440. 
It now has insurance in force to the amount of 


$416,358,462; its new insurance issued and paid 
for last year amounted to $26,548,849, while the 
life insurance applied for exceeded $100,009,- 
ooo. The profits paid or allotted to policyhold- 
ers last year aggregated $1,606,503, and death 
claims, matured endowments, profits, etc., in 
1919 reached the great sum of $12,364,651. 
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WANTED 


to get in touch with Life 
Insurance -Agents and 
General Agents for State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 











Since its organization in 1871 the Sun Life has 
paid policyholders $91,227,532. 

From the foregoing it is observed that the 
Sun Life last year established several new 
landmarks, gratifying progress having been 
made in every department, indicating growing 
financial strength and a widening field of use- 
fulness. President T. B. Macaulay and the 
other officers of the Sun Life merit congratula- 
tion upon the great and continuous success 
achieved by the company from year to year, 
and particularly in 1919. 





J. P. Kendall of Cedar Rapids Dead 


J. P. Kendall, vice-president of the Cedar 
Rapids Life Insurance Company of lowa, died 
at his home in Cedar Rapids, March 6, at the 
age of sixty-four. For a number of years Mr. 
Kendall was general agent for the Northwest- 
ern Mutual, later was agency manager in Kan- 
sas for the Fidelity Mutual. About twenty 
years ago he organized the Midland Life of 
Fort Dodge, Ia., and when that company was 
reinsured by the Des Moines Life he joined the 
forces of the Cedar Rapids Life. For several 
years he divided his time between agency work 
and personal production until about five years 
ago, when he was made vice-president and a 
director of the company. Although not in 
robust health the past two years he was active 
in the company’s affairs until the last. Mr. 
Kendall was a thirty-second degree Mason and 
a Shriner, also a member of the Knights of 
Pythias and of the Elks. 

He is survived by his wife and a son, Dr. 
Guy Kendall of Coggon, la, 


CARRIER He a 
Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the- value of adequate insurance and 
prepare the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, ‘‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
a eee | 

















Auto and Marine Insurance 


F, M. Chandler to Move to Indianapolis 


Frank M. Chandler, secretary of the Knox & 
Mead Company, a prominent insurance agency 
at. Troy, N. Y., will shortly move to Indian- 
apolis, Ind., where he will be manager for the 
Travelers Insurance Company and the Travelers 
Indemnity Company of Hartford, with offices 
at 1441-50 Lemcke Annex. Before going to 
Troy, four years ago, Mr. Chandler was man- 
ager for the Travelers at Albany, N. Y. He 
will have charge of the liability and compensa- 
tion departments of the companies named for 
the State of Indiana. Mr. Chandler is president 
of the Insurance Federation of New York, and 
an active factor among the local agents of the 
State, by whom he will be greatly missed. 





Springfield Life Underwriters Meet 

On the evening of March 13 the life under- 
writers of Springfield, Ill., were given a real 
treat by Thomas R. Hill, superintendent of 
agencies, Provident Life and Trust Company, 
Philadelphia, who addressed the members of 
the association at the Sangamo Club on the 
science of life insurance salesmanship. 

It was evident from the beginning that Mr. 
Hill is master of his subject and a trained 
student of psychology as it is applied to life 
insurance soliciting. This sometimes dull sub- 
ject was anything but dull as handled by Mr. 
Hill, who reduced all technical terms to their 
equivalent in plain English (sometimes Irish), 
and illustrated them so clearly that any be- 
ginner could understand and take them home 








TWENTY-FOURTH 
ANNUAL STATEMENT 


The Greatest Year in the History of 


the Company 
Insurance paid for and 
revived during 1919... $28,431,949.00 
Increase over 1918.... 10,612,474.00 
Insurance in force...... 84,819,610.00 
Increase.............  20,951,895.00 
Total Income.......... 3,574, 134.70 
EREEPAGE soo ksisiiencw«s 1,142,591.06 
Reserve Value of Policies 7,005,024.68 
SMETEAGE Ska <siws cures 1,275,357.28 
Admitted Assets........ 7,982,899.08 
Increase...... 1,161,849.52 


Total amount paid to 
policyholders and ben- 
eficiaries since organ- 
22 CTC a 

Amount deposited with 
the State of lowa for 
the security of all pol- 
PCPMONGENS:. 65.2.6) 6i0 


3,983,042.72 


7,203,254.92 
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with him for future use. After everything else 
has been said and done, success in securing the 
application, Mr. Hill assured us, must depend 
largely upon the agent’s imagination and his 
ability to paint in the mind of his prospect a 
picture that will haunt him until he has done 
his duty and signed the application. 

Should Mr. Hill ever visit Springfield again 
he will be given the glad hand by everyone who 
was fortunate enough to hear him on this 
occasion. 


Life Insurance Legislation in New York 

Senator Kaplan has introduced a bili adding 
new section 100-a to the insurance law, re- 
quiring every domestic life insurance corpora- 
tion, for a period of five years, to invest one- 
half of all earned premiums, upon the security 
of unimproved, unincumbered real property, for 
the purpose of erecting dwellings thereon. The 
improvement, when completed, is to be worth 
33 1/3 per cent more than the amount loaned. 


Jones Agency in Anderson, Ind. 


L. E. Jones, conducting a loan business in 
Anderson, Ind., has entered the life insurance 
field, representing the National Life Insurance 
Company of Vermont. Mrs. L. E. Jones will 
also be actively interested in the agency, de- 
voting particular attention to insurance for 
women. 


Lutheran International Changes Name 

The Lutheran International Insurance Com- 
pany of Moline, Ill, has changed its name to 
the International Life and Trust Company. 


Size and Strength of Life Companies 
[To the Editor of THE SPECTATOR] 


As a subscriber to THE Spectator I find 1n your 
issue of February 26 a very comprehensive statement 
of the Metropolitan Life Insurance Company with the 
heading “Metropolitan Life Insurance Company 
Stands First in Size and Strength.” 

As a mere agent I do not pretend to be able to 


differentiate between relative strength of companies, ° 


but have held the opinion that companies of the size 
of the Penn Mutual are as strong as some which are 
larger. I was also of the opinion that rates charged 
by such companies as the Penn Mutual, New York 
Life and Northwestern had something to do with 
company strength. But from the head iines of this 
article I am apparently entirely wrong. If‘the narrow 
margin above the net premium allowed by this com- 
pany is sufficient, then it must be that those com- 
panies, such as the three I mention, which make an 
allowance beyond what the Metropolitan makes, are 
entirely at fault and have gained nothing toward add- 
ing to the company’s conservative methods and con- 
sequent strength. 

I would appreciate very much some information on 
this point. 

FRANK A. WEYHART, 
Agent, connected with Jos. F. Grant, General 
Agent of the Penn Mutual Life. 

Tacoma, March 8, 1920. 

(The article in question was written to exploit the 
wonderful business obtained by the Metropolitan Life 
during the year 1919, maintaining its position as first 
in size and as showing that its transactions in the 
year 1919 were larger than have ever been achieved 
by any insurance company in the world. We print 
the communication of our correspondent in 
to the position which he takes as regards relative 
strength of other companies.—Epitor THE SPECTATOR.) 
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AUTOMOBILE AND 


MARINE 


INSURANCE 
New York Automobile Legislation 

A bill introduced in the Albany Legisla- 
ture by Assemblyman Ross 
division I, section 282, of the highway law, 
by requiring motor vehicle owners to file 
with their applications a bond or insurance 
policy for $5,000 for payment of judgments 
for personal injuries or property damage. 
Persons or corporations engaged in carry- 
ing for hire in any 
vehicle, except street cars, also must de- 











amends sub- 


passengers motor 


posit a bond for the same amount. 


E. D. Wood Goes to Hartford 

I. D. Wood has been appointed to the 
special risk department of the Automobile 
Insurance Company of Hartford, at the 
home office of the company. Mr. Wood 
has had considerable experience, having 
employed for several the 
basis rate and sprinklered risk departments 
of the Underwriters Association of New 
York. 





been years in 


Celina Mutual Casualty Company, Celina, O. 

A relatively new company at Celina, Ohio, 
is the Celina Mutual Casualty Company, which 
writes full coverage automobile policies. The 
company began business February 23 last, 
doing business only in Ohio. It collects a cash 
premium with a contingent liability limited to 








“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 
Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Lvurd 
CHAS. W. DISBROW, President 
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the amount of one annual cash premium. J. D. 
Johnson is president, O. F. Rentzsch is vice- 
president, E. J. Brookhart is secretary and man- 
ager, and W. T. Palmer is treasurer. 


Marine Insurance Peak of Business 

March 1 has no longer the significance in 
the marine insurance market that it had 
when the general rule was for insurance on 
fleets of steamers to begin and end on that 
date. Still, although insurances now take 
effect from dates throughout the year, 
more, probably, begin on February 20 than 
on any other date. It marks the peak of 
the busiest period of the year, and, from 
the point of view of the office staffs, a 
spreading of work throughout the year is 
more satisfactory than an overwhelming 
rush at one time. One effect of later dates 
for commencing risks is that the marine 
underwriting accounts cannot be closed so 
quickly. When annual hull insurances gen- 
erally expired on February 20, underwriters 
knew at the end of the third year precisely 
how their accounts had fared; now, owing, 
no doubt partly to the dislocation caused 
by the war, claims will continue to be pre 
sented in the fourth or fifth years. 


T. D. Richardson Admitted to Firm 
T. D. Richardson, for sixteen years Canadian 
superintendent for the New York Underwriters 
\gency, has been admitted to the firm of A. & 
J. H. Stoddart of New York, who are general 
age>ts for the New York Underwriters. 
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Meeting of the Marine Insurance Club 

The Marine Insurance Club held a meeting 
at the Waldorf-Astoria on Friday last. After 
a short business session a talk was given by 
Mr. Alley of Alley, Eals & Co. He explained 
the service which his company is attempting to 
give to the marine underwriters in inspection 
ship yard work and bills rendered for such 
work in a way to save the companies a great 
deal of entirely 
original and is an outgrowth of the many in- 


money. The service is 


spection services necessitated by the cost plus 
or time and material contracts as used by the 
Navy Department during the war. 


Boost in Marine Rates Predicted 

An increase in marine insurance rates is 
predicted by San Francisco underwriters 
as a result of the total loss of the West 
Aleta. Practically the entire capacity of 
the Street was involved by the loss and it 
is pointed out only a very few more such 
losses would put the marine underwriting 
business on the wrong side of the ledger. 
Of the total cargo insurance, about $1,500,- 
ooo was placed in the San Francisco market. 
The hull was covered by the insurance fund 
of the Shipping Board. 

There is no doubt that the enormous in- 
crease of tonnage under the United States 
and Japanese flags has resulted in a risk to 
underwriters which should not be over- 
looked. It has been impossible to train 
officers and engineers for their positions in 
view of the number that are required, and 

the result has been that 
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fire on land or sea---loss or damage to ship or car- 
go--collision, fire, theft, or property damage to 
motor car or other vehicle---all are adequately cov- 


| A compact well-knit organization of specialists who 
have devoted their business lives to insurance, offers 
its co-operation to brokers and agents. 
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and the engineers on 
many of the boats have 
little or no experience 
of their work. This 
probably may account 
for the number of acci- 
which are re- 
ported, especially to 


dents 


American steamers, 
through machinery or 
boilers becoming dis- 
abled, and probably the 
loss of some Japanese 
steamers may be due to 
the same cause. Navi- 
gating officers and sea- 
going engineers are not 
being trained with six 
months’ intensive work 
on shore, and the result 
of inexperience is bound 
to tell sooner or later. 











Treasure Ship Safe 

The steamer Ecuador, 
carrying $17,000,coo in 
silver bullion, arrived 
safely at Shanghai, 
after having been seve- 
ral days overdue. The 
late arrival of the 
steamer caused anxiety. 
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NEW YORK SURVEYS 


Over-Insurance.— A curious condition 
which develops over-insurance, inadvert- 
ently has developed in some of the gas belt 
regions. This does not refer to the gas belt 
along William street, but to real gas belts 
in other parts of the country, though it 
touches William street all the same, because 
of the principle involved. It seems that 
before a permit to drill for gas is issued, 
the owners of property near by require in- 
surance policies. These have been issued 
in many, many cases without an inquiry 
into the fact of existing insurance. The 
result has developed over-insurance with 
a prompt criticism because of it. The whole 
thing, of course, is done inadvertently, and 
now that attention is called to it the agents 
will undoubtedly develop a proper zeal to 
ascertain, before issuing the policy on such 
requests, the status of the property as to 
insurance already in force. 

Clocks Not Tested for Fire Loss.—<An in- 
cident developed recently where a watch- 
man, having made his rounds, set his clock 
in a waste basket, which a short time after- 
wards caught on fire, and the covering to 
the clock was destroyed. The clock itself 
came through all right. In taking up the 
matter of the new covering with the firm 
which furnished the clock, and which 
promptly recovered it, the laboratory called 
attention to the fact that their.test for 
watchman’s clock did not include a test for 
fire-resisting purposes. 

A Request for Books.—An effort is being 
made to replenish, or perhaps restock is 
the better word, the library at the Uni- 
versity of Louvain. There must be many 
insurance men who have written a book 
who would be glad to contribute it to a 
worthy cause. Why not get in touch with 
the movement and send your book along? 

In a Few Words.—In the year 1919 the 
value of the insurance shares on the London 
Stock Exchange increased £45,000,900, and 
in the six-year period, January, 1914 to 1920. 
the increase in value was eighty-three per 
cent. or, if the value in the first period was 
Ico, it was 183 for the latter. 

Does It Do Its Work?—The real test of 
any activity is whether in the final analysis 
it, to use the present expression, functions. 
The matter has come to the fore in regard 
to the subject of insurance; and while the 
primary reference will be to one type of in- 
surance, it is probably equally applicable 
to all types. The Street was interested in 
some statistics which came across the water 
in regard to settlements by the Accident 
Officers Association. Such analysis had 
been made in connection with an investiga- 
tion now being conducted in Great Britain. 
It appears that out of 646.860 accidents re- 
ported for a three-year period, there de- 
veloped claims in 473,572 cases. In dis- 
posing of this number of claims, 460,960, or 
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more than ninety-nine per cent, were 
handled without litigation. There were, in 
fact, out of this number only 1218 cases 
that went to arbitration or litigation. Those 
which were litigated numbered 567. Of 
these, the employers won 326 and the work- 
men 241. Probably in disposing of the same 
number. of pieces of business this is about 
as near to perfection -as human machinery 
can come. In all probability an analysis of 
fire loss settlements, and any other form 
of insurance, would show an equally happy 
result. If a device is doing its work so 
well, does it not remove any serious ques- 
tion as to the propriety of Government in- 
surance? 

Comm. Anselmo Finzi Returning Home. 
—The managing director of the Milan Interna- 
tional Reinsurance Company, Ltd., of Milan, 
Italy, Comm. Anselmo Finzi, who has_ been 
visiting New York, is sailing for home to-day 
by way of France. 

The Insurance Lectures——On March 15 
Clinton M. Cary delivered his first lecture on 
the subject of ‘‘Woodworkers.” Mr, Cary is 
connected with the office of W. L. Perry & Co., 
and performed a like service last year for the 
lecture course. In the casualty division H. G. 
Wiberg delivered his second address on “In- 
dustrial Compensation Rating,’ while in the 
intermediate course on fire insurance A. S. H. 
Quackenbush delivered his lecture on the sub- 
ject of “Garages.” Mr. Quackenbush is con- 


nected with the Royal Insurance Company, and 


is a new speaker in the courses. 

Tempering Tanks.—Not very frequently 
do we get direct information as to the source 
of a fire in a manufacturing plant, especially 
when it may have originated in a specific device 
which, although recognized as dangerous, is 
not always accepted as such. Therefore, a 
specific case is worth noting. On March 11, 
at 3:58 P. M., at 586-88 Washington street, 
New York, sole tenant risk, a fire originated 
in the tempering tank on the second floor and 
extended to the first, third, fourth, fifth and 
sixth floors and passed through the roof. The 
considerable damage to building and contents 
was all due, of course, to a certain specific 
hazard in the risk. 


CHICAGO AND THE WEST 
C. N. Bishop Moves.—Charles Nelson 
Bishop, Chicago city manager for the Northern 
of London, and formerly Chicago representa- 
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tive of THe Spectator, is breaking home ties 
in Oak Park. Having grown tired of running 
a fourteen-room house for himself and wife, he 
is now going to the other extreme by moving 
into a kitchenette apartment in the Surf 
Apartment Hotel on the North Shore. Pre- 
paratory to moving Mr. Bishop is going over 
his accumulation of many years of insurance 
and reminiscences, and is unearthing some very 
interesting reminders of the early journalistic 
days. 

“Selling to the Insurance Company.”— 
The Cook County Field Club has taken up 
dramatic criticism. ‘Welcome Stranger,” play- 
ing at the Grand Opera House, is the cause. 
In this play a committee of citizens sets fire to 
a building in order to collect enough insurance 
to start a man in business. The club claims 
that this is dangerous propaganda and is en- 
tering protest with the managers. 


Illinois Fire Statistics.—The fire losses in 
Illinois during January, as reported by State 
Fire Marshal John G. Gamber, aggregated 
2,503.454. There were 1974 fires, $1,130,- 
745 of these losses occurring in the city of 
Chicago and $628,502.00 of the total amount 
occurring in dwelling houses in which there 
A majority of these fires 
were caused by defective or overheated 
heating devices... The losses on factories 
for the same period amounted to $611,605; 
on stores, $431,700, and warehouses, $240.- 
725. The fire marshal’s department made 
4088 inspections during the month of Janu- 
ary. 

R. D. Flinn Changes Position.—Robert D. 
Flinn, for eight years examiner for the 
Great American’s Western department, has 
resigned to go with the National Union of 
Pittsburgh as superintendent of agencies. 

Special Agent McHale Resigns.—J. G. 
McHale, State agent of the American Cen- 
tral in Illinois, has resigned his position to 
become State agent for the Caledonian in 
Ohio. 

Royal Department Moves.—The West- 
ern department of the Royal, which has been 
located in the Royal building for over thirty 
moved to the McKinlock 


were 1180 fires. 


years, has been 
building. 
Underwriters Salvage Company Holds 
Annual Meeting.—The Underwriters Salvage 
Company of Chicago held its annual meeting 
at Chicago last week and elected the following 


Thursday 


officers: President, H. C, Eddy; vice-presi- 
dent, C. A. Higley; secretary and treasurer, 
A. R. Monroe; directors, Thos. E. Gallagher, 
A. G, Dugan, C. L, Hecox, George M. Love- 
jay and R. H. Purcell. 


National Liberty Opens Aviation Depart- 
ment.—The National Liberty has opened an 
department in conection with its 
Western department office, and has appointed 
Madison E. Welsh, formerly Illinois State 
agent for that company, superintendent of the 
new department. The company will write fire, 
theft and collision insurance on aeroplanes. 
Mr. Welsh served during the war in the naval 
air service, rising to the position of lieutenant. 


aviation 


I. S. Blackwelder an Octogenarian.—l. S. 
Blackwelder, assistant secretary of the Union 
and former Western manager of the Niagara, 
celebrated his eightieth birthday last week. 


BOSTON AND VICINITY 


Maximum for Dividends Opposed.— Mas- 
sachusetts companies and fire insurance asso- 
ciations of the State presented a solid opposi- 
tion before the committee on the 
proposition to establish a maximum rate of 
dividends payable by insurance companies. 
President A. W, Damon of the Springfield Fire 
and Marine, and President William R. Hedge 
of the Boston and Old Colony, told the com- 
mittee the bill would deter investors from con- 
sidering Massachusetts companies, and that the 
field of stock fire insurance in this State was 
already so rocky that in fifty-eight years many 
companies had retired and but two had com- 
menced business in this State. 


insurance 


Plans for Insurance Exchange.—Consid- 
eration.of the plans for an Insurance Exchange 
is still occupying the attention of Boston under- 
writers, to whom the project of a new building 
to be built on Franklin street and to take a 
whole block has been submitted. If enough of 
the offices accept rentals in the building it will 
be started soon, and will house besides those 
offices that want space the Insurance Library 
and the bureaus connected with the business. 


Ohio Farmers’ Re-enters.—The Ohio 
Farmers Insurance Company has been re- 
admitted to Massachusetts and will be rep- 
resented in the office of R. S. Hoffman & 
Co., Inc. This company withdrew from 
New England last spring. 
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Automobile Tourist 
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STATEMENT, 1920 


Total Assets $15,871,765.03 
Liabilities 10,394,164.19 
Net Surplus 5,477,600.84 
Capital 2,000,000.00 
Net Surplus to Policyholders 7,477,600.84 
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NOW READY 


New, Improved and Enlarged Edition of 


FIRE INSURANCE INSPECTION AND UNDERWRITING 


By C. C. Dominge and W. O. Lincoln 


Associate Members, National Fire Protection Association Members, Insurance Society of New York. 


Mr. Dominge is New York City Underwriter and Manager and Mr. Lincoln is Chief Inspector for one of the largest 
fire insurance companiés. 





The first edition of this most valuable reference work for fire insurance inspectors, underwriters, 
students, etc., as well as for firemen and others interested in the safety of life and property, having been 
exhausted, a new edition has just been issued which deals with 


over 500 Additional Subjects 


besides enlarging and improving the data presented in relation.to many of the 2700 different topics covered 
in the first edition. Included are such Special forms of insurance as use and occupancy, rents, improve- 
ments, leasehold, legal liability, profits, riots and strikes, and the fire policy. 





Numerous New Illustrations 





are also presented in the second edition, as revised and enlarged. 


In general, the plan of this book, in which subjects are arranged alphabetically and well cross-indexed, 
is to make available for instant reference a vast amount of information relating to the fire or explosion 
hazards inherent in manufacturing processes, in chemicals or other materials, and to define many terms 
used in the business of fire underwriting. Practically every important special hazard is described. The 
whole book is written in clear, non-technical language, that may be readily understood by any reader. 


The ability to promptly secure information, such as is presented in this book, will enable the under- 
writer to determine whether or not a risk is likely to prove a profitable one. 


Consider the subject of “Water,” for example. Water is usually regarded as being the principal 
agent for extinguishing fires, but, as shown in the new edition of Fire Insurance Inspection and Underwriting, 
it should also be considered as an element of fire danger under certain circumstances. It is therefore 
important that the Inspector, Underwriter or city fireman be well posted upon this subject. 


The manuscript of the New Edition of 


FIRE INSURANCE INSPECTION AND UNDERWRITING 


has not only been carefully revised and extended by the authors, but has been reviewed by chemists and 
technical fire insurance men, with the idea not only of making it a 


COMPREHENSIVE GUIDE AND REFERENCE WORK 


but of thoroughly verifying the information given. In no one other book is there given such a variety of 
useful, condensed facts for the guidance of experienced underwriters, as well as of students, as in this ex- 
cellent work. 


Orders for the Second Edition are now being filled. 


PRICES: 
Flexible binding De luxe edition, thumb indexed 
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OPPORTUNITY FACTORIES 


The Task of Constructing Opportunities 
Out of Vacuums 


CREATIVE WORK THE BEST WORK 


An Office Boy Who Was Weak as to Geography 
But Strong in the Making of Opportunities 


A man who became one of the chief 
executives of a great industrial company began 
his career as an office boy in a fire insurance 
office. From the very start he joined the clan 
of success, which has as a password that car- 
‘ ries them into the regions of responsibility 
and big pay envelopes, “Never wait for oppor- 
tunities— make them.” 

The future industrial overlord had just 
graduated from his high school and wanted 
a job, and wanted it bad. In a paper he 
noticed an advertisement for an office boy, 
and presented himself at a fire insurance 
office. The vice-president gave him an in- 
terview, and the boy noticed there was a long 
string of applicants. 

“This would be your first job—no previous 
experience?” said the vice-president, and it 
was easy to see that he was not impressed by 
the boy’s qualifications. 

“Yes, sir. But I’ve been 
from a friend—he’s an office boy. 
time I’ve been asking him questions. 
no experience, but—” 

“It would be one of your duties to look up 
places on maps. Are you good at geography ?” 

“Sure! If you want, I'll bring you a letter 
from my teacher. She thinks I’m a crackef- 
jack at geography.” 

“Where is Jacksonville?” 

For a moment there was silence, then the 
applicant replied with cool decision, “Jack- 
sonville is in Georgia, sir.” 

“You are mistaken. Jacksonville is in 
llorida. I think that will do. We can pick 
and choose. Tell the boy nearest the door to 
come in.” 

“But the Jacksonville I 
Georgia,’ put in the geographical 
taking a long chance and guessing there must 
he several Jacksonvilles in the United States. 


getting points 
For a long 


I have 


mean, sir, is in 
expert, 


ANOTHER LonG SHOoT 

The vice-president slammed open a geog- 
raphy at his side. Sure enough, there was a 
Jacksonville in Georgia—a petty place. “I'll 
talk with the other applicants,” he said, rather 
weirily. “If we find that we can make use 
of you the secretary will notify you. But don’t 
count on getting the job.” 


The applicant hastened away. His mother 


insured her house with a fire insurance agent 
who had an office on the same block where he 
and his mother lived. He would take another 
long chance; there was a possibility that the 
agent knew somebody in the fire insurance 
office. In an hour he was having a confiden- 
tial talk with the agent. 

“Yes, I know the secretary of that fire in- 
surance company,” said the agent. “He hap- 
pens to be a personal friend. I will give you 
a letter that ought to land you the job.” 

Before noon of the same day the applicant 
was at the fire insurance office again, and the 
secretary took him into the private office of 
the vice-president. “This young man_ is 
known to a personal friend of mine,” said the 
secretary. “He is highly recommended by my 
friend.” 

The vice-president glanced up 
desk, glowering at the geographical expert. 
For a moment he hesitated; then he said, and 
with considerable energy: “Engage him! I’ve 
a notion he’s got some stuff in him.” 

A boy who shows that kind of enterprise in 
making opportunities does have stuff in him. 
It cannot .be thought remarkable that the 
boy’s subsequent career carried him about as 
high as a man can be carried in any trade or 
profession. 


from his 


From APPARENT NOTHING 

The easiest thing in the world is to suck 
on a cigar and wait for opportunities to come. 
It is true that in waiting you only wear out 
the rear of your trousers, while in hustling 
around you wear out shoe leather and may 
wilt your collar—and these days laundry work 
comes skyhigh. It is also true that some- 
times opportunities do actually float to those 
who sit like a bump on a log and wait for 
them, as if they were fishing for eels. Also, 
the records of inheritance tax offices prove 
that a man has been known to inherit a for- 
tune from a dead wife’s third cousin, there 
being no nearer of kin and the cousin hap- 
pening to die intestate. But this ought only 
to prove that no chap of sense should wait to 
inherit riches, and that no chap of sense 
should expect that opportunity is anything but 
what must be made by himself. 

The life insurance agent has for his trade 
the task of making opportunities out of a 
kind of vacuum. But let him not suppose 
that there are not many tasks of the same 
kind given to men. All creative work what- 
ever is making something out of an apparent 
nothing. And life insurance soliciting is 
creative work. 

At the beginning of industrial insurance in 
this country there was apparently no demand 
for that kind of insurance. The demand for 
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industrial insurance had to be created, and 
in a measure this is as true to-day as it was 
when industrial insurance was in its cradle 
days. Men wish and long for many things. 
but it is seldom that until the demand is 
created by an agent that they crave for life 
insurance. There is no such thing as an 
opportunity to insure a man unless oppor- 
tunity has been forced by the agent himself. 

In the soliciting of insurance the agent 
who, like the office boy, never thinks of doing 
other than making an opportunity, is the 
agent whose name is up on the honor roll. 
No wearing out the hinder part of his 
trousers for him; he has to watch the bot- 
toms, though, for constant flapping in leg 
wagging will wear out any cloth. And the 
chap who wags his feet is always a chap who 
works the other end of the machine, and 
works it hard. The human mechanism is just 
like any other mechanism, and motion in one 
part generally means that all other parts are 
also in motion. The office boy, on his initial 
day of the fire insurance company, “got a 
move on him” in all parts of his anatomy, 
and we can believe that his whole anatomy 
kept in pretty rapid motion during his entire 
career. 

There is no time to wait for an opportunity. 
You must be a kind of opportunity factory, 
and when one opportunity has been manufac- 
tured and used another must be ready at the 
door of the factory. The successful indus- 
trial agent has always many opportunities in 
process of construction. “Wait for an oppor- 
tunity?” he asks. “What’s the use in waiting 
when the materials are all about me and all 
I have to do is to put them together?” 


RIGHT IN THE CORNER 


In the early days of industrial life insur- 
ance there was a petty little company that 
decided to take up the new line of insurance. 
The head of the industrial department ad- 
vertised for agents, and one day appointed a 
man who had been an iron worker on bridge 
work, but had been injured at his trade and 
had taken up book canvassing. 

It was late in the afternoon, and over in 
the corner of the office was one of the jani- 
*tor’s men, who was busy at emptying the 
wastebaskets. The new agent, rate leaf in 
hand, stepped to his man in the corner and 
solicited him for an application. It was the 
first time anybody had thought of suggesting 
insurance to a man who was daily at his 
tasks in the office and in the corridors of the 
building. The brand-new agent wrote his 
first case within fifteen feet of the desk of 
the manager. It can be mentioned that the 








bridge worker afterward became one of the 
inost successful managers in the employ of a 
giant industrial company. 

When there is nothing turning up, and 
things look blue, go to work and manufacture 
an opportunity. 


“MOPPING UP” IN THE SOUTH 


Psychological Processes Aroused by the Sight 
of Real Money Successfully Diagnosed 


A commercial salesman told me this the 
other day, and I pass it along for what it is 
worth. These are great days that we are 
passing through, and stories of the past have 
nothing on stories of to-day. He said: 

I travel Georgia and South Carolina and the 
other day I had just crossed the State line into 
South Carolina when I met an unusual charac- 
ter in the shape of a jolly little man who told 
me that he was in the life insurance business. 
I asked him what company he represented, and 
he mentioned a name that I had never heard of 
before, and after a little conversation it de- 
veloped that he was not any too proud of his 
connection, but that he was “mopping up,” and 
this reward was full recompense for his hurt 
pride. He was selling protection to colored 
people, and his success of the day before was 
too good to keep to himself. 

It would seem that the day before Brother 
Johnson, a high-light in the A. M. FE. Zion 
Church and a policyholder in his company had 
been lowered into his last resting place, and 
that he had attended the funeral with joyful 
results. Brother Johnson had held a policy for 
seven hundred and fifty dollars and said policy 
was in good standing. Finding that there was 
to be a big ceremony and a large attendance 
that afternoon, this up-to-the-minute salesman 
procured some four or five hundred dollars in 
fives, tens and twenties, and, securing the 
promises of four doctors for the afternoon, he 
proceeded to execute on the strength of his 
foresight. 

After the parson had finished his sermon 
and a hymn had been sung by the great crowd 
of mourners, as the grave was being finally 
covered, our hero mounted a dry goods box, 
brought for the special purpose, and asked if 
he might be permitted a word. Then, with 
the psychological moment well in hand and 
with deft words flowing like oil from a new 
gusher, he proceeded to outline the benefits 
that he was about to bestow upon the bereaved 
family of the departed brother. Waving the 
mass of actual cash before longing eyes. his 
eulogy of the departed spirit caused the poor 
parson’s flowery attempt to suffer by compari- 
son and his description of what would have 
been in store for Brother Johnson if he had 
lived to reap the rich benefits were seeds that 
fell in good ground, and the frequent mur- 
murings of, “Dat’s so,” and “Ain’t it de truf?” 
were adequate testimonials of that latter fact. 

All that afternoon four doctors worked like 
mad (the shades of night were falling fast) 
and applications were as common as pig tracks 
in a sty. Notes? No. Cash? Yes. 

A net return of eight hundred for an after- 
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noon work does not fall to many of us. That 
is his statement, will you take it? Can you 
beat it?—The Searchlight. 





An Underwriter of International Experience 

The development of the insurance system 
has shown that success usually follows the 
man who can institute original and practical 
ideas and who has the benefit of a wide ex- 
perience as a foundation upon which to build. 
The record of T. F. Barry, secretary and man- 
ager of the Globe Mutual Life of Chicago, 
shows that his field experience in Europe and 
America taught him the needs of the insuring 
public and the methods which would result in 
successful operation. The practical results can 
be seen best when the record of the year 1919 
is reviewed. The gains are as follows: Gain 
in income, 30 per cent; gain in assets, 80 per 
cent; gain in insurance in force, 27 per cent. 
In the last five years the gain in income was 
270 per cent; gain in assets, 350 per cent; gain 
in insurance in force, 240 per cent. 

Mr. Barry was the organizer of the Globe 
Mutual Life, and has directed its operations 
from its organization in 1905. Its business has 
been built almost without capital, and with the 
most active competition from the large indus- 
trial companies. There is one unusual indus- 
trial debit on its books of $350, on which no 
special salary or other advance has been paid, 
the business having been compensated by com- 
missions. The policies are made attractive 
and a liberal interpretation is given to the 
total and permanent disability clause. There 
are few applications rejected, as insurance is 
granted in doubtful cases on a_ sub-standard 
basis. It is found that this plan has protected 
the organization, which has had a low death 
rate, even during the epidemic of influenza. 

One of the most popular features is its 
method of paying claims. All claims are paid 
“on sight.” As an example of this, a claim of 
$1000 was recently paid ten minutes after it 
was reported. During the recent coal strike, 
when offices in Chicago closed at 3:30 P. M.., 
a claim was reported at 6:30 P. M. to Mr. 
Barry, who was then in the home office. One 
hour later a check was sent by special delivery 
to the home of the beneficiary. Another in- 
teresting case was a claim reported to Mr. 
Barry at 7:30 P. M. on Saturday at his office. 
He was unable to reach the assistant to verify 
the claim until later in the evening, but the 
check was drawn after midnight and the claim 
paid by the agent Sunday morning at 3 o’clock 
Claims have frequently been paid by telegraph 
in a suburban town. In proportion to its 
policvholders, it is believed that more claims 
are paid by special delivery than by any other 
company. About three-fourths of its claims 
are paid in this way, the check being sent direct 
to the agent or assistant. The fact that the 
company operates in a territory confined to a 
forty-mile limit from its home office in Chi- 
cago makes it possible to give policyholders 
service of this kind, and to pav its claims with 
remarkable promptness. Although the most 
distant policyholder is but forty miles from 
the home office, three million people live within 
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that radius, and the representatives of the or- 
ganization have an almost unlimited field in 
which to work. 

It is one of Mr. Barry’s convictions that 
there should be more industrial companies of 
moderate size operating along this line, and 
that the business of industrial insurance should 
not be centralized in three or four companies. 
He compares it with the business of banking 
where every city has its local banks with their 
local interest. The officers, stockholders and 
directors are known locally, and he believes 
that this is largely responsible for the growth 
of the business of banking in the United 
States. In Europe, bank accounts are main- 
tained by few, while in the United States there 
are few who do not have banking connections. 
The people feel that the bank is in a measure 
theirs. The case of the local insurance com- 
pany is largely the same, and a mutual confi- 
dence is engendered which is not in evidence 
where this community of interests is not 
present. 

The gains and progress of the Globe Mutual 
Life, presented above, are the results of the 
original ideas introduced by Mr. Barry, and it 
is probable that they were due, in part, to his 
familiarity with the business of insurance 
abroad. He was born in Ireland, and his 
schooling there included higher mathematics, 
the classics, special courses in French, chem- 
istry, geology, logic and philosophy. He has 
been untiring in improving his education, and. 
unlike practically all men, he has not allowed 
himself to remain at a standstill since com- 
pleting his school courses. Since becoming an 
American citizen he has taken courses in frec- 
hand drawing in night schools, and in personal 
study he has been an untiring reader and 
student. Later he entered as a freshman at 
the Illinois College of Law, and graduated 
with the degree of L.L. B. He has taken 
special courses in astronomy, sociology, Greek 
tragedy, French and German, science of sales- 
manship and advertising. At the present time 
he is preparing to enter the Department of 
Finance and Commerce at the Northwestern 
University of Chicago. During his life he has 
had the privilege of extensive traveling, both 
in America and in Europe, and has availed 
himself of opportunities of hearing the great 
musicians, lecturers 4nd actors. His insurance 
and reference-book library is among the most 
complete. He finds the time to edit the “Globe 
Weekly News,” an agency publication devoted 
to the operations of his company. These are 
evidences that Mr. Barry is extremely versa- 
tile and untiring in his efforts to keep abreast 
of the times. 

His first insurance experience was with the 
Prudential of London, England, with which 
company he was connected for four years, first 
in a small provincial town of Ireland, Carrick- 
on-Shore, then at Waterford, and later in the 
city of Limerick. In 1882 he was engaged by 
the Metropolitan Life of New York, and came 
to the United States at the expense of the 
company. For eight years he was in Albany, 
N. Y., building a business there, until its vol- 
ume was twice that of the nearest competitor. 
In 1890 he was offered one-half of the com- 
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pany’s Philadelphia district, which up to that 
time was under the direction of Superintendent 
Kranshaw, one of the largest producers of 
business of the Metropolitan Life. The plan 
of the company was to divide this territory 
between Mr. Barry and Superintendent Kran- 
shaw. He was unable to accept the offer on 
account of his health and also because of the 
death of his wife, which occurred shortly be- 
fore this time, and who had left a little 
daughter, then sixteen months old, whom he 
has brought up. . 

When he felt that he had nearly reached his 
limit of the development of the field at Albany 
he asked for a transfer to Chicago, which was 
readily granted. During the following four 
years the Chicago debit was increased from 
$1,250 to $4000. This experience in the field 
proved an excellent foundation for the forma- 
tion of the Globe Mutual Life. It gave him a 
conception of the insuring needs of the people 
which would not have come had his experience 
heen entirely along executive lines. His com- 
pany has been successful, and its success is 
due to the manner in which Mr. Barry has 
guided its destinies and his appreciation of the 
needs of the policyholder and of the agent. 
An institution is often the lengthened shadow 
of a man, and in the development of the or- 
ganization Mr. Barry has originated those 
plans, some of which have been described. 
These operating plans have been found prac- 
tical in actual operation and have made the 
company popular in its field. 





Just a Few Don'ts 

A few “Don’ts” for the benefit of those who 
may need the advice: 

Don’t crawl out to begin business about 
10.30 Or II in the morning, and don’t go out 
without a set plan for the day's work. 

Don’t forget that new business is the life- 
blood of your agency, as it is of the company, 
and the collection of premiums—no matter how 
faithfully done—is only a part of your work. 

Don’t go out with unshaven face, muddy 
boots, unbrushed clothes, and don’t make your 
calls with a cigarette between your lips. 

Don’t forget that courtesy costs nothing, and 
that it is due to the poorest of your policy- 
holders quite as much as to the big man from 
whom you collect your heaviest ordinary re- 
newals. 

Don’t forget that new business is always to 
be got—and it is the live, active, painstaking, 
methodical man who gets it. 

Don’t forget that your superintendent and 
his assistant has something better to do than 
acting as dry-nurses to incompetents, and that 
Tired Tims and Weary Willies are not wanted 
in the insurance business——The Insurance 
Mail. 


Group Insurance in New Bedford 

Ahout 2500 employes of the Wamsutta mills, 
in New Bedford, Mass., have been given life 
assurance protection in amounts varying from 
$500 to $1500, the group policy having been 
placed through the agency of C. S. Ashley & 
Sons. The benefits are based on the term of 
service of the employees. 
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FAITH AND HONESTY 


Belief in One’s Self the Most Vital 
Essential to Success 





JUDGMENT IS THE BALANCE-WHEEL 





Discrimination in Choosing the Time, the Place 

and the Man Makes or Mars the Agent 

The following is a further instaiment of a 
series to be continued in the industrial insur- 
ance section of THe Spectator. It is taken 
from “Life Insurance Salesmanship,’ by T. J. 
Henderson, an acknowledged classic on the 
subject it treats: 

The first and most vital essential to success 
is a well-grounded faith in yourself—in your 
ability to do. No one will place a higher 
estimate upon your ability than you do your- 
self. A high value of self is an essential to 
your success. 

At least ninety per cent of the failures in 
all lines of work are due to lack of faith in 
one’s ability to perform the task undertaken. 

Study yourself; find your weak and your 
strong traits; develop the weak ones; rely 
most firmly on the strong ones. Consider 
yourself at least up to the average man of 
your vocation. Determine to rise above this 
average as rapidly as possible. 

Meet your prospective applicant feeling that 
you can inform him on your subject. Talk 
convincingly, deliberately and _ intelligently; 
avoid egotism and self-consciousness. 

Faith in your company and its goods must 
be implicit. You cannot inspire in others the 
faith that you do not possess any more than 
you can convey to others knowledge that you 
have not. The earnestness of your appeal is 
more often accepted than is the appeal itself. 
Faith in your work is the leaven that will per- 
meate the atmosphere of your field and 
lighten the temperament of your hearers. 

How sad to see a brilliant young man start- 
ing out in life go down to defeat because he 
lacks faith in his ability to succeed! How 
quickly is this self-sense of lack of fitness dis- 
cerned by the man with whom you must labor! 
As unconsciously do you convey to your 
hearer any lack of self-confidence as does the 
rain-cloud convey to earth the lightning flash. 
Your innermost fears and lack of faith in 
your own ability or value of the case in hand 
are plainly recorded in your very countenance, 
your every move and gesture. 


PERMEATED WiTH PERSONALITY 


The atmosphere in which your prospect 
stands is permeated with your personality the 
moment you enter his presence. 

Did you ever listen to a scholar who told 
you a great many truths that you had not 
known, but told them in such a droll, dry 
manner that you did not retain them? Na- 
ture had labored in vain on this man. He 
had failed to drink in the radiant sunbeams 
until he was overflowing with that warmth, 
life, and faith called enthusiasm. He lacked 
faith in self sufficient to put in him in touch 
wth nature’s storehouse of self-confidence. 

Again, did you ever have another com- 
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monplace man tell you something that you 
had always known, but tell it with such zeal 
and enthusiasm that his face fairly glowed 
with his subject and carried with his words 
such a radiance of warmth that they sank 
deeply into your very soul? 

This latter was a man of nature. He was 
basking daily in the radiant sunbeams of life 
and drinking deeply at the fountain of human 
energy-giving faith-power. His body and 
soul were in his work. He is a winner among 
men. 

Have you failed to interest men of other 
vocations in your work? If so, where was 
your soul when your body was making the 
attempt. Has someone since interested them 
for less than you offered? His soul was in 
his work. His faith radiated from his every 
word and action and permeated the inner- 
most depths of his prospect’s soul with the 
sincere conviction of his earnestness. 


To Warm A MaAn’s Sout 


The same moistening and warming in- 
fluences are necessary to germinate the de- 
sire lying dormant in the soul of every man 
with whom you come in contact as are neces- 
sary in nature to germinate the seed lying 
dormant in the ground. Your success will 
depend upon your living in such close com- 
munion with yourself and your work that you 
are constantly receiving and storing up this 
life-giving faith-energy in such quantities that 
you can give it off again in the form of zeal 
and enthusiasm, in such radiance as to warm 
the soul of your fellow-man and thus draw 
him closer to you in your work; not self-con- 
sciousness, but breadth of character and scope 
of faith will determine the extent to which 
you are capable in this great work. 

Once this self-faith is firmly grounded, re- 
solve to make honesty of purpose the ground- 
work of all your undertakings. 

In all walks of life one’s attitude toward 
his fellow-man measures to a great degree 
his success. 

Be honest and frank with your applicant; 
admit all just criticisms. Stand by the facts 
of the subject in hand. If you have in mind 
the welfare of your applicant he will soon 
discover it. This you can do without losing 
anything for yourself or your company. In 
fact, much is to be gained by such a course. 

Always remember that you represent both 
your applicant and your company. Let your 
methods be straightforward at all times. Step 
out into the open and by your attitude invite 
your applicant to join you. Honesty of pur- 
pose is quickly recognized and appreciated by 
those with whom you deal. Better to lose 
your cause by an honest and upright effort 
and hold the respect of those with whom you 
deal than to win by unfair means. 

Success means more than winning by any 
method. Many a temporary defeat has finally 
ended in permanent success. The ever- 
abiding self-consciousness that your faith is 
honestly founded on your ability to display 
the high merit of your goods so convincingly 
that vour listener must buy is the great asset 
with which vou must he possessed if you 








would purchase success as a life insurance 
salesman. 

Judgment is the  balance-wheel which 
should regulate all our activities. Upon its 
development and constant application depend 
the success of all human undertakings. 

One hour's work directed by good judgment 
will accomplish more than a month of work 
at random. 

Knowledge judiciously applied is an- in- 
vincible weapon in all fields of mental and 
physical activity. Again, silence as  judi- 
ciously used is oftentimes as invincible. In 
short, upon your good judgment, or poor 
judgment, depends your success or failure 
in all walks of life. Good judgment makes 
you practical at all times, and the lack of it 
makes you impractical. 

In insurance salesmanship your judgment 
must ever be on the alert. You must know 
when to introduce your subject and when to 
retreat for a more opportune time. How 
many a good sale has been lost through mis- 
judged conditions on the part of a salesman 
as to the opportune time to introduce the 
subject! 

There are certain times in which to ap- 
proach a business man is the grossest viola- 
tion of all business ethics, and through such 
violation you perhaps forfeit all right to his 
attention at any future time. How much bet- 
ter to ask for a future hearing and retire 
carrying with you the respect of your appli- 
cant by having impressed upon his mind your 


consideration of this sanctity of business 
ethics! 
AN UNSLEEPING JUDGMENT 
Not only must you use judgment in 


securing the interview, but you must con- 
tinue to apply that judgment throughout the 
entire interview. Follow your applicant’s 
conversation closely and judge accurately the 
opportune time for action. 

Many an application has been lost through 
the salesman not being able to judge the 
critical moment in which to write it. Never 
ask your applicant to render a decision until 
you are convinced that you have developed 
a favorable one. ‘Close application and good 
judgment will enable vou to determine the 
time. 


Avoid underestimating your applicant’s 
ability to purchase. This is perhaps the most 
prevailing mistake in insurance salesman- 


ship. Often the most experienced and suc- 
cessful salesmen are prone to talk a smaller 
amount than the applicant is able to buy, and 
much less than would adequately correspond 
to the business income which he commands. 

The average person would much rather 
have you flatter him by overestimating his 
ability than to have you underestimate. 
Should you discover that you have overesti- 
mated you can reduce your figures much more 
gracefully than you can raise them if you have 
underestimated him. 

Again, your judgment must be alert in 
sizing up your man quickly and determining 
the kind of policy best adapted to him, his 
family and his business. It is true that the 
salesman generally sells the kind of contract 
which he presents, but it is also true that you 
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will sell with the least effort the contract that 
best meets the condition and needs of your 
applicant. 

A few moments spent in conversation be- 
fore introducing your goods is sufficient for 
the average salesman in which to determine 
family and business conditions. And once you 
have these facts, regardless of the applicant’s 
opinion, you can soon convince him of the 
salient features of your contract which most 
vitally concern his particular conditions. 


To Meet Pustic Fancy 


Just as your grocer meets public fancy 
with choice packages of oatmeal, coffee, etc., 
the same brand that was previously scooped 
and weighed from the barrel, so are our 
most successful insurance salesmen dealing 
out the same and original protection in new 
and attractive packages such as corporation 
insurance, partnership insurance, and_ trust 
funds for dependent ones. Life insurance 
principles have not changed, but salesmen 
must adopt terms more in accord with pre- 
vailing present-day conditions. Our business 
unit has changed. A very few years ago we 
measured the business of various firms and 
individuals by the unit thousands, but to-day 
our popular unit is the million. Only a com- 
paratively few individuals being able to come 
under the above unit, they combine forces and 
organize large corporations using the million 
unit by which to designate and measure their 
transactions. So must the up-to-date insur- 
ance salesman adjust his lines to meet these 
prevailing conditions. 

The salesmen who specialize are generally 
very successful, but the salesman who gen- 
eralizes with judgment is more often and in a 
greater degree successful. 

Above all things, use judgment in choosing 
your place in which to solicit. It is seldom 
wise to solicit more than one person at a time 
or in public places. Insurance salesmanship 
is a battle of will-power between the applicant 
and the salesman, and invariably the forces 
are against the salesman. Therefore, the task 
of overcoming or persuading more than one 
at a time is too great to be successful. 

Take your applicant alone, and if possible 
away from all that may detract from his 
whole, undivided attention to the subject in 
hand. Conduct your canvass in such a man- 
ner that to follow you requires his closely- 
applied attention. 





A Policy or a Bank Account 


The last monthly meeting of the Life Under- 
writers of La Crosse, Wis., was marked by an 
address on the value of life insurance by 
I. M. Wing, who said in part: 

It may seem strange, but if a young man 
were to ask me what I considered most neces- 
sary for him to begin life with a savings 
account or a life insurance policy, I would 
most certainly advise him to take the life in- 
surance. It is a pity that insurance salesmen 
must spend so much time in convincing people 
what a good thing life insurance is, for just 
as soon as a young man earns money he should 
go and purchase this protection, and not wait 
until some salesman looks him up and after 
awhile has convinced him of the need and real 
value of this protection.” 
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PEPPER OF TWO KINDS 


A Man Should Flavor His Talk with It as 
Well as Have It in His Stockings as a 
Cure for Cold Feet 
It has been suggested that to keep his feet 
warm in zero weather the industrial agent 
should put pepper in his stockings. And pep- 
per against the tender skin of the feet will in- 
crease the circulation and do away with some 
kinds of cold feet. But the worst kind of 
“cold feet,” the kind in the vernacular of the 
street, is not cured by pepper in the stockings. 
You’ve got to jump to the other end of the 
animal and devote your attention to the end 
that runs the machine. And pepper of the 
right sort in the output of the upper end is 
certain to do away with the kind of “cold 

feet” here referred to. 

But how can a solicitor flavor his talk with 
pepper—a kind of fire? And unless he does 
this his words will not burn into the mind and 
conscience of the man to whom he is talking. 
Of course, to emit pepper, the solicitor must 
have a reservoir filled with the pepper of talk. 

One of the early governors of Massachusetts 
once visited an Indian chieftain who was 
making trouble for the whites. The governor 
did not know a word of the Indian language, 
ard the Indian could not understand a word of 
English. But the governor made himself so 
perfectly understood that the chieftain said 
to a white who could understand him, “The 
words came out of his mouth smoking hot! 
T will not go on the warpath against a man 
whose tongue is like a fiery pine knot!” 

Probably the governor was only just in 
earnest. That’s the secret for putting fire in 
talk. Earnestness. When a man is really and 
truly in earnest his hearer can no more fail to 
understand than the hearer of the governor's 
fiery warning. 

How is a chap to get earnestness? For fiery 
talk goes back to that. There’s only one way. 
Fill yourself full to overflowing with the 
knowledge of the benefits that life insurance 
brings to folks. You, of course, carry all the 
life insurance you can carry. If you don’t, 
make haste to the examiner. If you do, dig 
down deep into yourself and think of the im- 
mense benefit to your own loved ones in the 
insurance you have. Think it over! Think 
how much that life insurance policy in your 
desk might mean to the little madam at home 
and to the kids, if you have kids. Fill your 
own mind full with the benefits of life insur- 
ance in your own case. And the next time 
you tackle a man you'll put the right kind of 
earnestness in your words. A kind of red 
nepper of enthusiasm that will almost cause 
his very ears to flap in the direction of your 
mouth. 


Life Business in North Carolina 

James R. Young, Insurance Commissioner 
of North Carolina, computes that the life in- 
surance business in the United States in- 
creased in 1919 some sixty-six per cent over 
that of 1918. Of the 1919 business, estimated 
at the huge total of ten billion dollars, North 
Carolina, he states, placed on the books no 
less than $236,176,000, being an increase of 
290 per cent. 
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VALUE OF A SOLICITOR 


Accurate Measurement Found in the 
New Business He Receives Full 
Premiums For 








INCOME VARIES WITH HIS MOODS 





Stimulus to Work Grows With Increasing Commis- 
sions and With Broadening Opportunities 


The following is a further instalment of a 
series appearing in the Industrial Section of 
Tue Spectator. /t is taken from an excellent 
little book entitled “Plain Reasons,’ by 
Charles Warren Pickell, the well-known writer 
on life insurance subjects. 

In life underwriting every solicitor’s value 
can be accurately measured by the new busi- 
ness he receives full premiums for. The 
stimulus to work grows with increasing com- 
missions, so that when business is good the 
days seem too short and the-engagements too 
few. And when business slackens, by better 
work and harder work he can keep up his 
record. He makes $100 a week, and the pos- 
sibilities of the business dawn gloriously upon 
him. Influences multiply, opportunities in- 
crease, friends are loyal, educational processes 
are at work, and soon he becomes the center 
of a magnificent business, with customers 
waiting for him a la the popular barber shop. 
At the end of a month he finds he has made 
$300, with a good prospect for $400 the next. 

He full well realizes that his income is not 
fixed, but differentiates with his moods and 
tenses, his activities and vacations, good times 
and bad, friends and enemies, conditions, en- 
vironment, etc. One year he cleans up $6000 
and the next only $5000, but he still has his 
courage, and is happy in the consciousness of 
his strength and faith in himself, so that 
next year he is morally certain to make $8coo. 
No one fixes his income but himself. As he 
is the autocrat of his time and the arbiter of 
his customers, so he exercises a limited mon- 
archy over his income, in which a normal 
ambition stimulates a healthy growth. No 
more will he sell two-dollar time for one 
dollar. No longer will he permit some sine- 
cure to place discounted values upon his 
ability and raise or lower his pay. If he puts 
a fictitious value upon his own services he 
will not be long in making the discovery. 

Solicitors’ incomes graduate from $500 to 
$50,000 per annum—a wide enough range for 
each underwriter to find his location and a 
high enough limit to inspire him to do his 
best. If his income falls off he is to blame: 
if it increases, he is to blame; he cannot hold 
responsible any trade union, any merger of 
capital, any cry of hard times, any wave of 
reform, any schedule either of hours or wages, 
any act of company or legislature, because the 
business is so peculiar, so elastic, so per- 
vasive, so universal, that, given eligible men 
and women plus money in circulation or in 
hanks, and plus intelligent work, he gets suc- 
cess, and “success” is only another word for 
income. In this business merit receives its 
reward. Here ability takes the prize. Here 
industry is requited. Here genius blazes with 
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transcendent light. Here ten talents make ten 
more. No embargo, no confining, no restrict- 
ing, no handicapping, no limiting his capacity 
for earning—from the outside or from out- 
side influences. The world is big. Opportuni- 
ties have no fixed geographical location. His 
eyes are open to main chances; but, if he fails 
to see one, he starts his capital in brains and 
his dynamic energy grinding out a few. So, 
in a great measure, he has wrapped up in him- 
self the materials which he, the alchemist, con- 
verts into yellow gold. 


CHARACTER OF THE BUSINESS 


Life underwriting is a very peculiar busi- 
ness. It touches all phases of life in one way 
or another, equalizing, leveling and develop- 
ing human affairs as it is possible for no other 
business to do. Through its influence habits 
of thrift and economy grow up where even 
savings banks were not able to take root. In 
fact, life insurance is but another form of 
savings banks, in which trust funds are 
securely held against a day of need, with the 
added stimulus of a loss of protection if pay- 
ments are not continued. Anyone may well 
be proud to be engaged in so commendable 
an enterprise as helping and encouraging other 
people to save money. 

Then, again, life insurance is an indemnity 
against what is not likely to happen to life, 
health, estate or old age, and what human in- 
genuity strives and devises against; but if it 
should happen—“Tf,” then the insurance policy 
is the safeguard, the shield, the anchor, the 
bulwark of defense. Any thoughtful man who 
loves his fellow-men and is desirous of ren- 
dering them a valued service would consider 
it an honor to be dealing in such indemnity. 
In a broader sense, life insurance keeps fami- 
lies together, leaving unsevered the home ties 
when the father is taken. How sublimely 
beautiful is the sight of a stricken family kept 
safe from want and worry by such a means! 
What a comfort to the mother to know that 
her little ones can be educated and kept pure 
from the taint of sin because some repre- 
sentative life underwriter sold her late hus- 
band a $25,000 policy! 

Let your mind dwell for a moment upon the 
estates life insurance saves from disintegra- 
tion, the old age it cheers and provides for, 
the almshouses it keeps empty, the institutions 
it endows, the citizenship it makes possible; it 
is both economic and philanthropic, educa- 
tional and reformatory, palliative and cor- 


_rective, fiduciary and perpetuating, comple- 


mentary and supplementary. Each of these 
big words will need four minutes’ thought. 
Tf you have read thus far, you surely have 
the time. 


LIKE A THREAD OF GOLD 


You are not blind; you need only to look 
about you to see how life underwriting 
reaches all the avenues of trade, how like a 
thread of gold it runs through the fabric of 
society, how its magical touch quickens the 
public conscience, how its purifying leaven 
permeates the dark, foul corners of the earth 
to cleanse and uplift, and what a debit even 
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religion owes to its ministrations. A great 
preacher has said that the business of life 
underwriting is next in importance to the min- 
istry. Surely a business which has passed 
through panics, investigations and wars un- 
polluted, glorying in its strength and integrity, 
finds nothing else in all the empire of business 
to compare with it. Hard times or good 
times affect it not. Seasons, climatic condi- 
tions, commerce, crops, affect it not. Philoso- 
phy, science, politics, reciprocity, international 
relations, financial enterprises affect it not. 

Where can you find a business so substan- 
tial, so immovable, so unaffected, so enduring, 
so far-reaching? It has no peer in these re- 
spects. The reason for all this lies in the unit 
used to make our estimate. In life under- 
writing, as expressed before, the unit is the 
individual who should have some insurance, 
more insurance, or change some quasi-insur- 
ance for the real thing. He can always be 
found. See? Besides, he has to die, what- 
ever he has, and his shroud contains no pockets. 
His relation to the business is, therefore, such 
that, whatever he has to protect, the need of 
protection is not destroyed by external condi- 
tions or relations. You can readily see that 
the wide-awake solicitor need not put up the 
cry of hard times, financial stringency, politi- 
cal excitement, cold winter, hot summer, or 
any other excuse for not doing business. 


HicHty REGARDED BY PUBLIC 


I say developed advisedly, because those of 
us who are older remember how biased public 
opinion used to be. Its stamp of approval has 
been a growth. When life insurance was first 
launched in this country, throughout commer- 
cial, social and even religious circles, it found 
pronounced and bitter opposition, being looked 
upon by business men as a gambling proposi- 
tion, and by religious enthusiasts as an unwar- 
rantable traffic in flesh and blood. The 
growth of the business was very slow, this 
prejudice very hard to overcome, and the 
poor agent was more of a missionary than 
anything else, for the securing of an anplica- 
tion in those days meant the hardest kind of 
work. Bias and bigotry are the worst enemies 
of reason, and often are never entirely sub- 
dued. 

Much valuable time was lost by the earlv 
solicitor while he was preaching the gospel 
of life insurance to the unbelieving. Con- 
verts were few, and not many of them stuck. 
In order to secure applications the solicitor 
was compelled, not only to convince his 
prospect that life insurance was a desirable 
thing, but also to establish his company’s 
claims to natronage and overcome the uni- 
versal inclination to procrastination. These 
sturdy pioneers in the life insurance business 
had to work for their small commissions, but 
the work they did has heen a rich heritage to 
those of us who came later. Let us revere 
their memory. 

Behold a change! To-dav life insurance is 
looked upon as a commodity. No business 
has ever heen conducted with greater honestv 
or had fewer men go wrong in it. It has heen 
placed by public opinion upon the loftiest 
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A Practical Guide For The Life Insurance Salesman 








A New Book By William Alexander ‘ 
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This is a companion to What Life Insurance Is and What It Does, written at the 
suggestion and sold under the auspices of The National Association of Life Underwriters 
and published by The Spectator Company more than two years ago. The former work, 
a& a primer for laymen and students, dealt with the underlying principles of life insur- 
ance. 

















HOW TO SELL INSURANCE 


As its name implies, is devoted to the art of canvassing. 








Its pages are devoted exclusively to constructive teachings of the fundamentals of life insurance 
salesmanship. 


Inspiring for the veteran field man. 
Expressed so simply that the beginner may learn— 
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Is the best treatise ever written and published on Life Insurance soliciting. 


THE AUTHOR, WILLIAM ALEXANDER, for over a quarter of a century has directed field work, 
instructed new agents and written lessons of inspiration to spur on experienced men to even better 
work. Infact, he has been in the closest touch with Practical Insurance Producers. 


During more than a quarter of a century, he has steadily addressed the agents of his company, 
through its periodicals, and otherwise, on the best methods to pursue to obtain business. 


_ As a Practical TEACHER of Insurance Selling, he is perhaps better qualified than any other 
insurance man to write a work on the art of insurance canvassing. 


His long experience as a teacher and writer, being the author of several text and field books, and 
his personal contact with expert salesmen, especially qualify him to write such a work as % 
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.This new book, handsomely printed and substantially bound in cloth, will be of the a... 
same dimensions and contain about the same number of pages as What Life Insurance COMPANY 
Is and What It Does. 135 William St. 
Price, $1.75 per copy. & NEW YORK 
Orders for How To SELL INSURANCE will be filled when published according Please send me 
to the priority of their receipt. Liberal discounts in quantities = = = OY ___ seseerese copies of 
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pedestal, where its light shines unobstructod 
throughout the entire world. Thousands of 
widows and orphans worship at its feet. \ 
business or professional man*who does not 
to-day appreciate the great need of protection 
such as is furnished by a reputable, old-line 
company is scarce. Questions occupying the 
individual mind are: First, how much shall | 
take? and, second, where shall I place it? 
The value and need of it are granted. 


PURIFIED AS BY FIRE 

During a period of three-quarters of a cen- 
tury this great business has been purified as 
by fire. It has reached an age when, through 
experience and observation, it is able to fur- 
nish protection at the lowest possible cost con- 
sistent with a definite promise to pay. In no 
business or profession or occupation can you 
find a set of men of greater intelligence, 
higher moral character or better business 
ability than those engaged in life under- 
writing. These men are proud to be identi- 
fied in any capacity with such an enterprise, 
proud to have the unqualified support of the 
public press, proud that schools and colleges 
are adopting chairs of insurance that the 
young men and women may be educated in the 
principles and operations of the business, 
proud that the Church is the bold champion 
of legitimate legal-reserve protection, and, 
more than all, proud that the rising generation, 
the beneficiaries of millions of dollars through 
this channel, pay to them their highest tribute 
of praise. : 

The life underwriter—solicitor—is abroad 
in the land.» He has reason to hold his head 
high. He can look every man squarely in the 
face and know that every time he sells a policy 
he dispenses good cheer. Oh, yes, there are 
still left a few fanatics, and now and then a 
fool with whom no one can reason, who sneers 
at life insurance and its beneficence until his 
sneers call forth the protests of his wife and 
children. The time will never come in the 
history of any business or profession when 
narrow-mindedness, fanaticism, bigotry, igno- 
trance, foolishness and conceit will not obtain 
to a great or less degree; but, in this business. 
as time goes on and the leavening influence of 
pure life insurance quickens the whole lump 
of humanity into a feeling of appreciation of 
its sublime work and the importance of safe- 
guarding interests that are sacred, these hin- 
drances will be more and more easily over- 
come and gradually disappear. To-dav the 
public conscience indicts any man who willfully 
neglects to indemnify everything he owns or 
is beyond peradventure. 


Sales Congress at Topeka 


The Topeka Association will hold a one-day 
sales congress March 20. Agents from 
Kansas and neighboring States are expected 
to attend in large numbers. President Ed- 
wards, of the National Association of Life 
Underwriters, has been invited to attend this 
congress, as well as the Topeka Association 
meeting and dinner set for April 17. 
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WITH THE PRUDENTIAL 





Promptness in Payment of Claims an 
Aid to its Agents 





WRITING “GROUP” IN CANADA 





Several Agents Enter Class D cf O'd Guard, De- 
noting ‘Iwenty Years of > ervice 


The Prudential Insurance Company, in its 
Weekly Record, points out that in the settle- 
ment of claims the company has ever been 
guided by the spirit of fairness and justice, 
and that to a large extent the company has be- 
come popular through the prompt payment of 
its claims. The Prudential has always had in 
mind that the time money is most needed, as 
a general rule, is immediately following the 
death of the insured. To this end every means 
consistent with safety has been adopted to aid 
the field force in the prompt completion of 
claim papers. Policyholders were paid a total 
in 1919 Of $66,615,413, the total of such pay- 
ments since organization being $616,185,737. On 
account of deaths resulting from the European 
war 6632 policies were paid last year, aggre- 
gating $2,300,871.03. 

In closing his report to the board of directors 
the president said: “I desire to compliment in 
the highest terms both the field and the home 
office representatives of the company on the 
splendid manner in which they have performed 
their duties, difficult and trying as they have 
frequently been. The interests of The Pru- 
dential have been safe in their hands at all 
times, and it is a pleasure to me personally to 
testify to their efficiency and resourcefulness. 

“The year 1919 has fully justified all expec- 
tations, and the fact is well worth noting that 
no other company has achieved in the same 
period of the Prudenaial’s history such re- 
markable results.” 

The honor of securing the Prudential’s first 
group insurance policy in Canada falls to the 
lot of Superintendent Horace LeGendre of the 
Quebee district. It is peculiarly fitting that one 
who has always been foremost not only in per- 
sonal writing, but also in staff production, 
should thus blaze this new trail in the Canadian 
field. 

John H. Turley, formerly an assistant 
superintendent of the McKeesport district, in 
charge of the Uniontown, Pa., detached as- 
sistancy, has been promoted to the superir- 
tendency of the Fairmont, W. Va., district. He 
began as an agent in Uniontown in 1903. Three 
years later he was made assistant and trans- 
ferred to Connellsville, Pa. In May. 1908. he 
was transferred, in the same rank, to Union- 
town. 

Joseph A. V. Tighe has been promoted from 
an agency in Mount Vernon, N. Y., to an 
assistancy in the New York 8 district. 

The Prudential men of Toledo foregathere.! 
on February 21 at a banquet given at the 
Toledo Commerce Club in honor of Assistant 
F. R. Mangas’ twentieth anniversary with the 
company. Superintendent Meese, with appro- 
priate remarks. presented the assistant with 
his Prudential Old Guard emblem and certifi- 
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cate. ‘The latter, in responding, recalled many 
pleasant incidents and happenings which had 
contributed in no small measure towards 
making his Prudential career interesting and 
happy. 

Agent Michael J. Keating of Philadelphia 
9, having last month completed twenty years 
of service with The Prudential, is also now 
a member of Class “D,” Prudential Old Guard. 

Another recent addition to Class “D” is 
Assistant Superintendent Charles F. Hitch- 
cock of the Minneapolis, Minn., district. 

February 28 marked the twentieth mile- 
stone in Prudential service for James M. 
Parker, assistant superintendent of Bridge- 
port, Comn., district. He now possesses the 
diamond locket and certificate of Class “D” of 
the Prudential Old Guard. 

Superintendent C. G. Magner of the St. 
Louis 1 district has been fifteen years in the 
Prudential service. The staff, umder the 
leadership of Assistant Superintendent Frank 
F. Frisbie, arranged for a “Magner week,” 
and a great showing was made in the writing 
of industrial and ordinary business. 

Assistant Omar C. Reber entered Class 
“C” of the Prudential Old Guard last month. 
Mr. Reber’s services began in I905 as an 
agent in the Detroit 1 district, and was pro- 
moted to an assistant superintendent in Feb- 
ruary, 1908, in the same district. He was 
transferred to Detroit 2 in the same capacity 
March, 1913, where he has since served with 
much credit to himself and the company. 

Francis P. O’Donnell, assistant superin- 
tendent in the Hartford, Conn., district, is 
happy these days at having just completed 
fifteen years of faithful service with the com- 
pany and at being awarded the gold badge 
and certificate admitting him into Class “C” 
membership of the Prudential Old Guard. 

The following-named agents have been pro- 
moted recently to the position of assistant 
superintendent in their respective districts: 
A. G. Guertin, Worcester, Mass.; John Maud- 
lin, Oklahoma City; Frederick W. Affolter, St. 
Louis I: Harley Rogers, Parsons, Kan.; Fran- 
cis M. Bishop, Topeka, Kan.: Frank W. Opie, 
Kaasas City, Mo. 


Functions of the Insurance Salesman 


First, the real function of the insurance man 
is to project the future into the present. Vis- 
valize the future to the prospect in such a 
wav that he will like it in the present he is 
buying for. Make the seemingly intangible be 
of oressing worth. 

Second, he must carry his prospect from 
passive interest, or no interest at all—the usual 
case—to a passionate longing for possession. 
This can only be done by appealing to his emo- 
tions and instincts. Talk to a man about eat- 
ing, fighting, children, wife, etc., something 
hasic. 

Third, to transfer his theoretical knowledge 
from an abstract field to a concrete one. Which 
is. of course, selling policies. 

Fourth, to foster insurance habits among his 
clients. to the end that they will come to him 
for advice along insurance matters, as they 
would to a lawyer, for law, and a doctor for 
medicine.—J. Cranford Hardin in Pan-Ameri- 
can Life, New Orleans. 





JOHN HANCOCK NOTES 


George G. Levy, 30 Years with Company, 
Honored at Banquet at Yonkers 


NEW DISTRICT AT AUBURN, N. Y. 


J. C. Campbell, 43 Years with Company, Plans 
Reorganization of Ohio into General Agencies 


In recognition of the completion of thirty 
years’ service with the John Hancock Mutual 
Life Insurance Company, Superintendent 
George G. Levy of the Yonkers district was 
given a testimonial dinner last month attended 
by the Mayor of Yonkers, Vice-President 
Eaton of the John Hancock, superintendents of 
other New York districts and the members of 
Mr. Levy’s staff. 

Assistant Superintendent M. Lamm and his 
staff of New York 1 celebrated their banner 
year, 1919, with a jubilee dinner recently, 
whereat they announced their 1920 objective 
at $1,000,000 of ordinary production. 

What is believed to be the greatest record 
ever made by a Rhode Island assistant is that 
of Assistant Superintendent J. H. McCoy, who, 
with a staff of nine agents, produced more than 
half a million of ordinary in 1919. Agent J. 
A. Murray issued well over $100,000, and 
Agent T. F. Kearns came close to that mark. 

On March 22 a new district at Auburn, N. Y., 
will be opened, with John E. Maclean as super- 
intendent. Auburn and Seneca Falls have 
heen detached from the Syracuse district, in 
which Mr. Maclean was assistant for Auburn. 
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At the suggestion of J. C. Campbell, State 
agent of Ohio, who in his forty-three years’ 
service with the company has built up the 
strongest agency organization in the country, 
Ohio has been subdivided among general 
agencies, and the following general agents have 
been appointed: W. A. Davis, general agent 
at Cleveland for Northeastern Ohio; J. E. and 
F, L. Taylor, general agents at Cincinnati for 
Hamilton and Clermont counties; Frederick 
Mundhenk, general agent at Toledo for North- 
western Ohio; Henry A. Stout, general agent 
in Dayton for Western Ohio; W. E. and R. W. 
Hoyer, general agents at Columbus for North 
Central Ohio; Oscar E. Miles, general agent 
at Columbus for West Central Ohio. Mr. 
Campbell will continue in active control of re- 
maining Ohio and West Virginia. 

The John Hancock Company has lost an un- 
usually large number of workers during the 
past month. Charles EF. Lauriat, since Novem- 
ber, 1889, a director of the John Hancock and 
a prominent book publisher of Boston, died at 
his Brookline home last month, aged 78. He 
was senior member of the board and a valued 
counsellor. His death leaves President Ro- 
land O. Lamb senior member of the board of 
directors, to which he was elected May 13, 
1895. 

Percy E. Acker, former cashier of Pitts- 
burgh 1 district and the son of Superintendent 
Edwin Acker of Pittsburgh III, is dead of 
pneumonia. Mr. Acker left the employ of the 
company in 1918 to enlist in the army, and had 
since been emploved in a brokerage firm. 


Thursday 


William L. Cooke, one of the new John 
Hancock men, agent at Camden, died last 
month, after three months’ service of the John 
Hancock. He heaves a wife and child. 

Alexander J. Davidson of Malden is an- 
other faithful member of the John Hancock 
organization, whose death has been reported 
within the month. 

The foremost weekly income premium in- 
crease producers this year among the assistant 
superinendents are: N. Muscovitz, Brooklyn 
I; C. H.R. Spinney, Malden; J. Kaplan, New 
York II; D. F. Lynch, Holyoke; M. J. Riley, 
Malden: M. Kahn, Brooklyn III; M. J. Con- 
way, Holyoke; B. Marder, Brooklyn IIT; W. 
Daxis, Boston: T. M. Moran, Boston. 

At the top of the agents’ list in weekly pre- 
mium increase are J. Harris, Holyoke; M. 
Rubin, Brooklyn I]; A. Himmelreich, Hol- 
yoke; W. T. Reams, Malden; C. A. Keans, 
Roston; J. A. K. Wood, Malden; H. C. Hess 
Springfield; C. L. Woodworth, Boston; J. 
Weber, Brooklyn I; L. Berco, Brooklyn ITT. 

The following promotions of agents to be 
assistants in their districts are noted: Hirma 
Airey, Baltimore; Louis Schwab, Amsterdam: 
George C. Schroeder. Trenton; Robert J. 
Tarr, Germantown; Abraham L. Bates, St. 
Louis TII. Walter G. Webster has been pro- 
moted from agent at Schenectady to assistant 
at Cohoes. Other promotions to assistancies 
from subordinate positions in their districts 
were: Maurice Rich, New York: Bernard 
Freund, Brooklvn; Guy H. Tyrrell, Detroit: 
Ira H. Van Emden, Yonkers. 

















out Illinois. 


HE Globe wants Reliable Life agents with experience in ordinary and 
industrial insurance of good record in Chicago, Chicago Heights, 
Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 


The population of Chicago and surrounding towns and cities is 3,000,000, 


THE EUREKA LIFE INSURAN€E COMPANY 


within the ‘‘forty mile limit” reached by and through suburban transpor- 

tation, practically all one city, gives unequaled facilities to transact business, 

particularly in ‘Paying Claims on Sight” in the industrial branch. 
Can handle men who can write ordinary business. 


Our System: 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 


All ages taken from date of birth. 
Benefits: 


residents of Chicago and surrounding towns. 


Premiums: 


weeks of this year. 
Supt. from the time he starts. 


ance companies in the U. S. for some years. 
months, 


Increase in Assets 


and work for the Globe. Apply, 


431 S. Dearborn St., 








All policies pay for death and total and permanent disability benefit. 
8,000 } see cotel ond permanent disability and other cash benefits paid on 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
“Claims Paid on Sight.” 


Contracts given with or without lapses being charged. 
couneas a8 at wal Supt. of another company earned $4,000 the first 30 


Under the Globe system an experienced representative can become a 


lobe is five times greater than the average of life insure 
ee es ae 0. = This year for the first siz 


Increase in Premium Income...20 Per Cent 
30 Per Cent 


If you are a progressive industrial life insurance man come to Chicago 


Globe Mutual Life Ins. Co. 
Chicago, III. 


T. F. Barry, Sec. and Gen’l Mgr. 





POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
JOS. H. LEISHEAR, Jr. Sec’y & Treas 


JOSH. N. WARFIELD, Jr , Vice-President 
J. HOWARD IGLEHART, Medical Director 
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be fifty cents. 


SHICAGO OFFICE 
I~SURANCE EXCHANGE 


THIRD SUPPLEMENT [0 THE HANDY GUIDE FOR 1919 


The Spectator Company has issued the third supplement to the 
1919 edition of The Handy Guide to Premium Rates, Applications 
and Policies. This supplement contains new policies and the rates 
thereon for such companies as have recently issued new forms, thus 
bringing The Handy Guide fully up to date. 
to those subscribers to The Handy Guide whose names appear on our 
books at twenty-five cents each. The price to non-subscribers will 
The Handy Guide for 1919, with the supplements bound 
in, will be furnished for $3.75, plain edition; $4.00, indexed edition; 
sent postpaid on receipt of price. 
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Copies will be furnished 


Address all orders to 


135 Wittiam STREET 
NEW YORK 


























UBLICATIONS OF C. & E. LAYTON. 


5 The undersigned are sole agents in the United States for the old established 
publishing house of Ciarles & Edwin Layton of London, England, whose long list of 
publications on fire. life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

SgnD TEN CBNT STAMP FOR CATALOGUB. 
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NEW EDITION 


Inheritance Taxation 


A Talking Proposition 
for Life Insurance 


A second edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax Law, 
State and Federal, under six topics as follows: 

1. The nature of the tax and the constitutional 
principals that limit and control its imposition. 

2. The different transfers taxable, viz., by will, 
interstate law, gift in comtemplation of death, 
life insurance, etc. 
The parties and their interests, residence of the 
decedent, relationship of the beneficiaries, ex- 
emptions, life estates, remainders, mortuary ta- 
bles and calculations of the value of life interests. 
The property transferred and the problems aris- 
ing out of its situs and valuation. 
Procedure, necessarily confined to the New York 
practice, though it is largely followed in other 
States, and authorities from those States are 
cited where applicable. 
General resume of the status and an extended 
discussion of the provisions of the Federal and 
New York acts. 

There was quite a wide sale of the first edition af this book 
published in 1917, and among insurance men it attracted much 
attention and numerous copies were sold. 

The new edition is a modern, complete and exhaustive 
treatise on the problems arising from graded inheritance tax- 
ation rates, non-resident estates and conflicting jurisdictions, 
with the revised statutes of the several States and the latest 

. Federal Act. 


Life Insurance and Inheritance Taxation 


Insurance of the inheritance tax provides a means for paying 
the tax due on any estate without sacrificing any part of the 
estate by a forced sale in an unfavorable market. To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. 

Therefore Life Insurance and Inheritance Taxation is prov- 
ing a very vital question with Insurance Agents, and this new 
edition of Gleason & Otis on Inheritance Taxation ought to 
have a large sale in the insurance field, for the following reasons: 

No State but Tennessee taxes life insurance when 
payable direct to the beneficiary and not to the estate. 

The Federal statute of 1919 taxes insurance poli- 
cies aggregating more than $40,000 as part of the 
estate, although payable direct toa beneficiary. This 
provision is of doubtful constitutionality. 

The increase of inheritance taxation, both State 
and Federal, makes it advisable to create a sinking 
fund through life insurance for the payment of such 
taxes in order to preserve intact the securities of an 
estate. 

Every estate of $50,000 must pay a Federal tax and 
every estate must pay a tax in the State of domicile, 
except in South Carolina, Alabama and Florida, and 
the District of Columbia. In addition to this, nearly 
every State taxes the transfers of stock in domestic 
corporations held by non-resident decedents. 

These facts and many others of interest to life insurance agents 
and investors appear in the new edition of Gleason & Otis on 
Inheritance Taxation. This is the only work on the subject 
published in five years and contains all the statutes, both State 
and Federal. 

The special chapter on life insurance, page 157 of the new 
edition, reviews the authorities in the several States on the 
subject of life insurance as related to Inheritance Taxation. 


One volume, 1205 pages, bound in Buckram 
Price per copy, $10.00 
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CHICAGO sau “2° NEW YORK 











TWENTY=-NINTH ANNUAL EDITION 


THE HANDY GUIDE 


TO 


PREMIUM RATES, APPLICATIONS AND POLICIES 


HE HANDY GUIDE has for over a quarter of a 

century been recognized as the standard work 

on premium rates, applications and policies of 
American life insurance companies. 

It has stood the test of time and bears the highest 
possible reputation for completeness and accuracy. 
To the active agent The Handy Guide is an indis- 
pensable part of his canvassing ou tfit. 

Hundreds of testimonials have been received testi- 
fying to its worth and many of them lay special em- 
phasis on the value of having at hand complete 
copies of the leading policy forms of the several 
companies. 

With the full text of the policy before one there 
can be no question of the exact facts, such as is possi- 
ble where only deductions are made, or condensations 
of the policy conditions given. 


The Handy Guide for 1920 contains data relating 
to about 175 iife insurance companies of the North 
American continent. That number embraces all the 
leading companies actively competing for business. 
The data is fully up to date and has the official sanction 
of the companies listed. 


Premium Rates are shown in great variety, in- 
cluding the several forms of life, endowment and term 
contracts, together with numerous special forms. 
All ages given in the companies rate books are in- 
cluded. 

Surrender Values occupy a large number of 
pages in the book, showing for all ages and for a 
series of years the loan and cash values, paid-up 
policies and extended insurance. This section pre- 
sents more data than can be found anywhere else. 

Policy forms are given in their entirety without 
eliminating any part thereof, so that the user of the 
book can quote the actual phraseology without 
depending upon some other person’s interpretation 
of the several clauses in the modern policy contract. 

The Handy Guide is self-indexing, all data 
relating to one company being brought together. 
This feature makes the work of incalculable value for 
prompt and ready reference. 

Companies should see that their agents are supplied 
with this standard publication in order that they may 
be fully posted concerning the plans of their com- 
petitors. 

The Handy Guide for 1920 contains over 1400 
pages of reliable data concerning life insurance brought 
fully up to date. 


Orders for this book should be sent in at once. 


Liberal discounts in quantities. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
{NSURANCE EXCHANGE NEW YORK 
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Fire Re-Insurance 


INTERNATIONAL 


Insurance Company 


of New York 


Statement January 1, 1920 








Premium Reserve . . .. . . . . $2,189,303.29 
Reserve for Unpaid Losses . . . . . 496,935.08 
All other Liabilities . . . ... .. 200,000.00 
CAPITAL STOCK . .$1,000,000.00 

NET SURPLUS . . . 1,152,320.10  2,152,320.10 
TOTAL ASSETS .... . . . $5,038,558.47 


SURPLUS TO POLICYHOLDERS . $2,152,320.10 


SUMNER BALLARD, President 


80 MAIDEN LANE, NEW YORK 
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FIRST RE- STOCK SOLD 





Alien Property Custodian Approves 
Prices of $175 Per Share 





NEW OWNERSHIP ALSO APPROVED 





Express Stipulation Made That Shares Shall Not 
Find Way Back to Alien Holders 

Alien Property Custodian Francis P. Garvan 
has definitely accepted the offer of $788,375 for 
the 4505 shares of stock in the First Reinsur- 
ance Company of Hartford, made by the syndi- 
cate organized by officers and directors of the 
company, and of which nine leading insurance 
companies are members. 
lent to $175 a share. 

President H, H. Stryker of the reinsurance 
company received the first word of the cus- 
todian’s decision in a letter from Mr. Garvan. 
Inasmuch as the leading American insurance 
companies are so well represented in the syn- 
dicate the Government will not require the 
deposit of a majority of the company’s stock 
with a trust company, although the syndicate 
offered to pool more than half of the entire 
issue for a period of three years, the Security 
Trust Company of Hartford to act as trustee. 

The only stipulation in Mr. Garvan’s ac- 
ceptance of the offer were of a purely technical 
nature. He requires that any of the stock 
which may be sold must not find its way into 
the hands of alien owners. However, the first 
syndicate had already made this understanding 
with all members. 

Within the next week the work of turning 
over the company’s stock to the syndicate: will 
probably take place. In order to make: the 
sale, Mr. Garvan will have to secure an execu- 
tive order, but this is regarded as a mere’ for- 
mality, inasmuch as the syndicate has now 
satisfied every requirement of the Government's 
representatives. The certificates will probably 
be placed in the hands of the Security Trust 
Company and will be given to the new owners 
on receipt of payment. 

The First Reinsurance Company apparently 
has a bright and prosperous future before it, 
and the day may come when it will be one of 
the largest reinsurance companies in the world; 
it is already the third largest. in America. 

Aside from the three allied tna companies 
—the Aétna Life, Attna Casualty and Surety 
and the Automobile InStrance Company—the 
Phcenix Mutual, the Connecticut General, the 


The offer was equiva- 
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Hartford Fire and the A<tna, substantial blocks 
of the syndicate stock have been subscribed for 
by the Security Fire of New Haven and the 
United States of Baltimore. In all fifty-two 
stockholders subscribed through the syndicate, 
the number of shares taken ranging from 500 
There 
were twenty-eight small stockholders whose in- 
terests were not affected when the Government 
seized the German-owned shares, as they were 
Several of these blocks of stock 
have changed hands during the last few months. 


to one share for individual subscribers. 


Americans. 


The decision of the Alien Property Custodian 
followed a careful examination into the assets 
and liabilities of the company, in order to sat- 
isfy the Government that the offer of $175 a 
Rob- 
inson, one of the two legal members of the 
custodian’s investigating the com- 
pany’s affairs, visited New York last Thursday, 
and Mr. Garvan saw several members of the 
syndicate committee at the same time. The 
information presented apparently decided him 
to accept the offer. 

The officers of the 
probably continue to direct its business. 
dent H, H. Stryker is a well-versed reinsurer ; 
and:as he was vice-president of the company 
during the days when Carl Schreiner was its 
president, he undoubtedly possesses a mass of 


share was an adequate one. Lucius F. 


committee 


present company will 


Presi- 


information which will prove of great value 
now. that the company is free to go out into 
the field much business as 
finances will permit. 
Secretary Samuel Ludlow 
surance man prior to his connection with the 
First Company, but it can be said to his credit 
that he has played a very important part in 
the formation of the successful syndicate, and 
the very marked executive ability he possesses 
will serve the company in good stead in the 
future. Mr. Ludlow occupied several important 
governmental positions during the war, and 
before that time had an extensive banking ex- 
perience in New Jersey, where he had made 


and take on as 


was not an in- 


his home. 

The present board of directors of the First 
Reinsurance is an impressive one, and with 
such prominent insurance men as President 
Richard M. Bissell of the Hartford Fire, Presi- 
dent Huntington of the Connecticut General, 
Archibald A. Welch cf the 


caliber 


Vice-President 


Phoenix Mutual and others of equal 
comprising its makeup, the board is all that can 
Meigs H. Whaples, chairman of 


be desired. 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERELER, Secretary and Gen’l Mor. 





Fire Insurance 


the board of directors of the Hartford-Con- 
necticut Trust Company, and other men well 
known in 


Hartford business circles are also 


included. 


Northern Insurance Company of Moscow 

The Northern Insurance Company of Mos- 
Russia, strengthened its 
United States branch in the year 1919, having 
closed last year with a surplus to policyholders 


cow, considerably 


of $611,186, against a surplus of $440,781 a year 
earlier, representing a gain of over $170,000, 
after having paid $49,193 for account of the 
The United States branch of the 
Northern now reports $1,129,923 of admitted 


home office. 


assets, and its unearned premium reserve—its 
principal liability—is $361,141. In 1919 the net 
premium income of the American branch was 
$554,903, and in the period since the company 
began the transaction of fire reinsurance busi- 
ness in the United States, in 1911, its premium 
receipts have exceeded $6,300,000. The com- 
pany's American surplus now stands at the 
highest point since the admission of the com- 
pany to this country. The Northern was or- 
ganized in 1872, and has always borne an ex- 
cellent reputation. The results of the business 
in this country have been satisfactory, the ad- 
ministration of its American affairs being in 
the hands of Fester, Fothergill & Hartung of 
New York, who are widely known and recog- 
nized as capable underwriters, and who have 
long specialized in the reinsurance business. 


E. W. Bentley Organizes New Bureau 

A new adjustment bureau is being organized 
by E. W. Bentley, formerly associate manager 
of the Western Adjustment and 
Bureau at St. Louis. Mr. Bentley, with head 
offices in St. Louis, will work in Illinois, Mis- 
Mr. 


Bentley has been very successful in reducing 


Inspection 


souri, Arkansas and Western Kentucky. 


fire loss in St. Louis, and succeeded recently in 
breaking up a large arson gang operating there. 


Jones, Launt & Barrett, Inc. 
Creditors of Jones, Launt & Barrett, Inc., of 
Philadelphia, have been notified by Walter C. 
Douglass, referee in bankruptcy, of a meeting 
to be held on Monday, March 22, at the Ste- 
phen Girard building, to consider the sale of 
certain assets and to transact such other busi- 

ness as may come before the meeting. 










Fire Insurance 


International Insurance Company, New York 

During the year just closed the International 
Insurance Company of New York, of which 
sallard is president, advanced mate- 
rially in financial strength. The company is 
row cap-talized at $1,000,000, and has a net 
surplus of $1,152,320, so that its surplus to 
policyholders is $2,152,320. 
much larger than ever before, and its assets 


Sumner 


Its surplus is now 


u'so exceed those at any previous time in its 
history, now amounting to $5,038,558. These 
represent increases made during the 
year of $155,000 in assets and $1,325,000 in 
volicyholders’ surplus. The large volume of 
the the International, 
which company transacts fire reinsurance busi- 


figures 


business on books of 


ress, is indicated by a premium reserve of 
manifest from the Interna- 
that the companies with 
which it has or may come to have reinsurance 


$2,189,303. It is 
tional’s statement 
treaties should be thoroughly satisfied with the 
security provided for their ceded risks. 


National Liberty Insurance Company, 
New York 

\s is usual with that ably-managed company, 
the National 
New York, it again displays handsome progress 
in its latest annual statement, that covering the 
1QIQ. 
portant particulars, and the record shows a 
continuance of the company’s custom of making 
an excellent profit from its operations. 
sources increased by nearly three-quarters of a 
million dollars and its surplus was augmented 
by over $320,000, after the payment of divi- 
dends amounting to $200,000, its combined loss 
and expense having been only 
eighty-three per cent of premiums. The net 
premiums written grew to the extent of over 
$700,000, having amounted to $5,972,961—the 
annual sum in the company’s long 
career, covering six decades. 


Liberty Insurance Company of 


year Large gains were made in all im- 


Its re- 


ratio about 


largest 


The National Liberty now has admitted as- 
sets aggregating $10,750,511; and after setting 
apart an unearned premium reserve of $5,653,- 
=47, and making ample provision for all other 
liabilities, it exhibits a surplus to policyholders 
of $4,111,913, including its $1,000,0co capital. 

The National Liberty has gained a 
reputation as a well-managed, profitable organ- 
ization, which has always planned not only to 
dividends to its stockholders, 
but to maintain and enlarge its surplus from 
year to year. This it has usually been success- 
ful in doing, and has thus steadily increased the 
financial protection of its policyholders. That 
this is a prudent line of action was proved at 
the time of the San Francisco conflagration. 
\Ithough this catastrophe inflicted over $2,000,- 
000 of losses on the National Liberty, it was 
able to pay the losses and close the year with 


wide 


pay reasonable 


In pursuance of this policy 
the company only paid $200,000 for dividends 
last year, while it added about $300,000 to its 
net surplus. 


a large surplus. 


The National Liberty has always been care- 
ful and conservative in its investments, which 
are represented to a large extent by readily mar- 
ketable bonds and stocks of a high class, in- 
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$1,523,000 of Liberty bonds. The 
and directors give consideration not 
only to the earning power of the company’s 
investments, but also to their availability wher- 
ever an emergency shall occur. Until very re- 
cently the company owned its home office at 
62-04 William street, New York, but this was 
lately sold at a good profit, and the company 
will move its head office further uptown. The 
National Liberty customarily carries a large 
cash balance, so as to be well prepared for any 
contingency, and also has a considerable sum 
invested in mortgage loans upon New York city 
property. 

During the last sixty years the National Lib- 
erty has earned a fine reputation for its willing- 
ness and ability to pay every just debt with 


cluding 
officers 


promptness, so that the company stands high i1 
the both and 
agents. 

The officers of this strong and progressive 
\merican company are: President, George B. 
Edwards: vice-president, Gustav Kehr; secre- 
tiries, Louis Pfingstag and G. H. Kehr. 


estimation of property-owners 








Cornhill Insurance Company, London 

The annual statement of the Cornhill Insur- 
ance Company of London shows assets aggre- 
gating £259,426, as of December 31, 1919: a 
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\ Fire Insurance Co. ; 


OF Pittsevec Pa 


"THE Americanization Movement of 
the National Board of Fire Under- 
writers is worthy of the utmost support. 


The NATIONAL UNION appeals 
to American Agents, including its own 
representatives, to volunteer their ser- 
vices and lend their influence in help- 
ing to stamp out the pernicious propa- 
ganda of the radical element. 


In supporting the high principles of 
American Government and American 
institutions, every true citizen will do 
his duty, to the end that those wishin 
to harass business and impeach the go 
faith and worthy purposes of honest, 
industrious and loyal Americans will 
find the soil utterly unsuited to the 
tares they seek to sow. 


Thursday 


paid-up capital of £106,250; a general reserve 
fund of £50,000; an insurance fund of £75,110, 
and a profit and loss account balance of £12,230. 
Its net premiums in 1919, after deducting com- 
missions and reinsurance, was £67,760, while its 
losses amounted to £44,162. 


Fire Insurance Course 

Trinity College, Hartford, Conn., is open- 
ing an eight weeks’ course in fire insurance, to 
start April 1. C. B. Langdon, Supervisor of 
the Factory Insurance Association, will con- 
duct the course. The instruction will cover 
lire protection engineering and general intro- 
ductory study of fire underwriting, rating and 
loss adjusting. Mr. Langdon has given sev- 
eral lectures before the Insurance Institute of 
Hartford, and is a very thorough student of 
his subject. 





Anniversary of the London Assurance 

Celebrating the two hundredth anniversary 
of the London Assurance Corporation, Charles 
L. Case, United States manager, issued a call 
to all field men, excepting those in the Pacilic 
Coast territory, to a conference in New York. 
About twenty men arrived for the opening and 
remained for the rest of the week. 
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To Amend New York Fire Law 

A bill introduced in the Albany legislature 
hy Assemblyman Gardner amends sections 11 
and 150 of the insurance law by extending the 
powers of fire and marine insurance corpora- 
tions and relative to publication of notices of 
There is 
provision for insurance against loss of use or 
occupancy by weather, including rising of the 
waters of the ocean or its tributaries, against 
loss or damage by insects or disease to farm 
crops or products, and loss of rental value of 
land so used, and to loss by vandalism or ma- 
licious mischief or wrongful conversion or 
concealment of automobiles. 


intention to form such corporations. 





—-President William B, Clark of the Etna is now 


on the Pacific Coast. 





CHAS. L. HECOX 
Sec’y and Treas. 


JOHN C. BARDWELL 
Prest. 





THE LIBERTY FIRE 
INSURANCE CO. 


Capital and Surplus 
$450,000.00 


W. K. Sease, General Agent, Columbia, S. C- 
Hornberger, Schmitt & Co-, Gen- Agts-, San Antonio, Tex. 


Title Guaranty Bldg. St.Louis, Mo. 
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RICHMOND CONVENTION 





National Association of Insurance Agents 
in Mid-Year Meeting 





REI ORTS OF COMMITTEES PRESEN E.) 
Alfred Davenport and A. G. Chapman Tell of 
Fire Prevention and Members’ Grievance 


[Special Dispatch from Our Staff Correspondent | 


RicHMOND, Va., March 17.—A much larger 
attendance was recorded at the get-together 
dinner last night of the National Association of 
Agents mid-year conference than 
was expected. Over 250 were registered before 
7:30 P. M., and as the accommodations at the 


Insurance 


Commonwealth Club were for only 150, there 
was an overflow dinner held in the Jefferson 
hotel. singing 
furnished the entertainment for the 


Local talent and community 
musical 
evening. 

After dinner, Fred J, Cox, president of the 
association, paid tribute to the work of the 
Virginia association in preparing for this meet- 
ing, and expressed his pleasure on behalf of the 
National association at holding its conference 
in Richmond. He called upon James T. Catlin, 
president of the Virginia association; S. T. 
Pulliam, chairman of the reception committee, 
and J. L. Case, chairman of the executive com- 
A. H. Robinson, 
commented 


mittee, to say a few words. 
ex-president of the 
upon the wonderful growth of the organization, 
and stated that the attendance at this mid-year 
meeting exceeded that of the annual meeting 
seven years ago. E. M, Allen, chairman of the 
legislative committee and president of the 
association a year ago, complimented President 
Cox on his administration, and said he had 
done the work of the president over two years 
when he had been chairman of the executive 
committee. 

A few words were also spoken by Charles F. 
Wilson, chairman of the finance committee; 
Craig Belk of Texas, O. G. Strong of Ohio, 
M, T. Mancher of California, and C. I. Hitch- 
cock of Louisville. Edson S. Lott, president of 
the United States Casualty Company of New 
York, amused the diners by a number of in- 
teresting anecdotes in the lives of Fred J. Cox 
and E. M. Allen. T. A. Fleming, supervisor 
of conservation of the National Board of Fire 


association, 


Fire Insurance 


Underwriters, praised the work of the State 
associations along this line, and urged further 
development in fire prevention. 

J. Victor Barry, assistant secretary of the 
Metropolitan Life Insurance Company of New 
York, closed the speaking for the evening with 
several amusing stories and clever remarks, 
ending his speech with a piece of rhyme de- 
scribing his philosophy of life, which is to live 
in the present, not to brood over the past nor 
to worry about the future. This thought he 
left with the diners. 

At the opening session on 
address of 


Wednesday the 
was given by James 
T, Catlin, Jr., of Danville, Va., president, Vir- 
ginia Local Fire 
Agents. Craig Belk of Houston, Tex., made 
the response. 


welcome 


Association of Insurance 
The morning session was de- 
voted for the most part to the presentation of 
the reports of the various committees, notably 
the fire prevention committee, for which Alfred 
Davenport, chairman, submitted the following: 

On behalf of the association, | 
working in conjunction with Mr. Fleming, great prog- 
ress has been made in our fire-prevention work. Ten 
States have been 
cities in these States are concerned. 


wish to report that, 


organized, so far as the leading 
In each of these 
cities the work of organizing a fire prevention 
representative of the 
have the welfare of the community at heart, has been 
effected. I am pleased to say that I have found om 
members remarkably 


com 


mittee various interests, who 


responsive and willing to help 
in the work in every way possible. 

In conclusion, I would urge the importance of or- 
ganizing fire prevention committees in every city and 
town in this country. 
work it may not be possible for Mr. Fleming to reach 
some States until some time in the remote future. I 
therefore suggest to our members that they take the 
that well-known motto—‘“Do it 


This may save time and possibly loss of lives 


Owing to the magnitude of the 


initiative and follow 
now!” 


and property, 


A. G. Chapman, chairman of the grievance 
committee, reported in part as follows: 


Soon after the Atlanta meeting one case was re 
ferred to us where a prominent company appointed a 
second agency in a city of about 25,000 inhabitants, 
contrary to the local board rule of that city, and after 
the local board and the State 
hausted their resources it was referred to the National 
Association for help. 
stances and it was not a situation where we could do 
anything but plead the cause in a general way. After 
considerable friendly correspondence with the com- 
pany and two personal interviews the management of 


Association had ex 


There were mitigating circum- 


this big company showed its co-operation with us by 
instructing their State agent to take 
agencies in that city, which was done. 

Another complaint was from a member in one of the 


up one of his 
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Casualty, Surety, Etc. 


Middle States wherein he had purchased the business 
of a competitor and one of the companies refused to 
transfer to him and appointed another agent. The 
newly appointed agent was going after the business, 
expirations of which were evidently being sent by the 
company. After getting all of the data we called on 
the company, by letter, for a statement, telling them the 
story as given to us. We got a prompt reply, ad- 
vising that they would confer with their State agent 
and let us hear from them. The State agent had the 
conference in the home office of the company and we 
duly received their explanation of why they consid- 
ered they had a right to furnish expirations to their 
new agents, or words to that effect. We very frankly 
and very pointedly disagreed with them, explaining 
that the one big plank in our platform foundation 
was that the expirations belonged to the agent all the 
time, and only to the agent that put the business on 
the books, unless there was fraud or that the ex-agent 
owed a sufficient sum of money to the company to 
justify their selling these expirations. 

We were then advised that the State agent of that 
territory would go to Kentucky at a given time and 
would take up the question in person. After the in- 
terview the State agent said he was in thorough har- 
mony with the principles of the National Association 
of Insurance Agents, and as evidence of his good 
faith he wrote his new agent not to renew any of the 

the books, no matter how it was 
He further suggested in the letter, of 
the new agent not 


old business on 
offered to him. 
which he sent us a copy, that 
solicit any of this business, even for his other com- 
panies. 

I would like to 
appeal to all of our members to bear in mind that there 


close my report by making an 


is more real co-operation to-day with the companies 
than ever before and that we should keep the spirit of 
fair partnership dealings ever before us. To be fear- 
less in safeguarding our agency franchise and to 
have the proper force in any argument with a com- 
pany we must keep our slate clean. 


Salvage Company Elects 

At the annual meeting of the Underwriters 
Salvage Company of Chicago last week, the 
following officers were elected: President, 
H. C. Eddy, Commercial Union; vice-president, 
C. W. Higley, Hanover; secretary and treas- 
urer, A. R. Monroe, Queen; directors, Thomas 
E. Gallagher, 7#tna; A. G. Dugan, Hartford, 
and R. H. Purcell, Liverpool and London and 
Glebe. The of ten 
was declared, 


usual dividend per cent 


W. Palache President of Commercial Union 

Following the resignation of Col. A. H. Wray 
as president of the Commercial Union Fire of 
New York, Whitney Palache was elected to 
fill the position. Mr. Palache recently became 
United States manager of the Commercial 
Union and several of the firms associated with 


it. —________— 
—Frank E. Walls, formerly with the Standard Fire, 

has been appointed special agent to cover the Northern 

New England territory for the London Assurance. 
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CASUALTY, SURETY & 
MISCELLANEOUS 


New Firm of Adjusters 
The firm of Beninger & Sibley has an- 
nounced its organization and is located at 49 
Maiden Lane, New York city. The firm will 
specialize in liability claim investigations and 
adjustments, subrogaton claims, aero claims 
and all work connected with this branch of the 
business. Mr. Beninger has for several years 
been an adjuster for the New York office of 
the Travelers, and Mr. Sibley for the last three 
years has been in the Government air service, 
before that having been connected with the 

Employers Liability office in this city. 











Honor for C. F. Frizzell 

The Distinguished Service Cross has_ been 
awarded by President Wilson to C. F. Frizzell, 
Jr., assistant agency superintendent of the 
Royal Indemnity. Mr. Frizzell as a lieutenant 
was sent on a personal reconnoissance, and, 
wounded severely, crawled to an American 
patrol and gave his information, ordering the 
patrol to return with it and leave him. The 
Germans advanced immediately thereafter, and 
Lieutenant Frizzell was five months a prisoner 
in their camps. 

Company to Resume in Chicago 

The New Jersey Fidelity and Plate Glass, 
which some time ago reinsured its Illinois 
business with the Iowa Banking and Casualty 
Company, is planning a resumption of activity 
in that State in burglary and automobile lines, 
and has appointed as its Chicago manager 
Carroll J. Houge, formerly of the burglary de- 
partment of the A&tna Casualty and Surety, 
Chicago branch. 

H. R. Ward Makes a Change 

The American Surety has again secured the 
services of H. R. Ward, who has been in the 
fidelity department of the New York office of 
the Hartford Accident and Indemnity. Mr. 
Ward was with the American Surety before 
his connection with the Hartford company. 
He will now be connected with the burglary 
department of the William street office. 


—In another column there appears an advertise- 
ment of an Oklahoma agent who desires to secure 
representation of a company insuring oil derricks, 
country stores and highly rated frame buildings in 


that State. 


Thursday 


New Jersey Manual of Compensation and 
Liability Insurance 

The New Jersey Manual of Compensation 
and Liability Insurance, with classifications, 
rules and rates which became effective January 
I, 1920, has been issued as required by law by 
the Compensation Rating and Inspection Bu- 
reau of New Jersey. The classifications, rules 
and rates contained therein are those estab- 
lished by the Bureau, with the approval of the 
Commissioner of Banking and Insurance. For 
convenience, there are included in this manual 
rules and rates for public liability and teams’ 
insurance, although the Bureau has no juris- 
diction over these latter forms of coverage. 
The manual is a necessity to any company or 
agent writing workmen’s compensation insur- 
ance in New Jersey, and comprises nearly two 
hundred pages. The New Jersey Manual can 
be purchased from The Spectator Company. 
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TRAVELERS TO BUILD 


Work to Begin This Spring on Eleven-Story 
Structure in Hartford 

The Travelers has given Bond’s Restaurant, 
long a center for the tired business man in 
Hartford, an order to vacate, as the company 
plans to commence work this spring on a new 
eleven-story building on Grove and Prospect 
streets. The building, recently sold to the 
Travelers by the Connecticut Humane Society, 
and the “old brown house,” the home of the 
founder of “The Hartford Courant,” the oldest 
newspaper in America, will be demolished at 
the same time that Bond’s is removed. 

Officers of the Travelers hope that the new 
eleven-story building will provide for the needs 
of the company for at least several years. The 
old home office building, the tower, and the two 
smaller ‘buildings now in use by the company, 
are filled to capacity. The Travelers’ office 
force in Hartford is now about 4000, and the 
congestion has become so marked in some de- 
partments that desks are being put in corridors. 
For instance, a row of new desks has been 
installed outside of the group department offices, 
and the lack of space on some floors is very 
naticeable. 

Harry Bond’s restaurant is an almost historic 
spot. Banquets galore have been given within 
its walls, the most recent insurance gathering 
there being the annual dinner of the National 
Fire Club, reported in THe Spectator last 
week. The proprietor of the restaurant, Harry 
S. Bond, is also owner of the Hotel Bond, the 
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Bond Annex and the Bondmore hotels in Hart- 


ford. From 1856 to 1906 the restaurant prop-- 


erty was occupied by “Matty’’ Hewin’s billiard 
parlors, and was the scene of many famous 
championship matches. The building is within 
a stone’s throw of the Travelers, the ‘tna, 
and the Allied 7Ztna Companies home offices. 


Insurance Legislation at Albany 

Senator Davenport has introduced in the 
Albany legislature his bill, similar to last year’s 
measure, enacting a health insurance law. It 
establishes a system of mutual health insur- 
ance funds, to be administered by the State 
Industrial Commission. 

Senator Knight has introduced a bill amend- 
ing section of the labor law by providing 
that no boiler shall be used unless certificate of 
approval has been -issued by the State Indus- 
trial Commission or filed by an insurance com- 
pany. 

An amendment to section 27 of the work- 
men’s compensation law, offered by Senator 
Dowling, relative to depositing future pay- 
ments of awards, provides that in lieu of pay- 
ment of such money into the State fund, the 
Commission may, in its discretion, accept as 
security for the payment thereof a surety com- 
pany bond. 

Assemblyman Patrzykowski has offered a 
bill amending section 12 of the workmen’s 
compensation law relative to the time compen- 
sation commences for employees injured in the 
course of employment, compensation not to be 
allowed for the first three days, instead of the 
first two weeks, as at present. 

Another bill introduced by Assemblyman 
Patrzykowski amends subdivision 5 of section 
15 of the workmen’s compensation law rela- 
tive to the weekly limitation of compensation 
of certain employees under subdivisions I, 2, 3 
and 4, the weekly allowance not to exceed 
twenty dollars, nor to be less than five dollars. 

Assemblyman Gardner has introduced a bill 
amending sections 12, 22, 24, 34, 70, 71, 96, Too. 
321 and 341, and adding new sections 26-a, 1095 
and 349 to the insurance law so as to amend it 
generally. 


Accident Companv Doubles Its Business of 
a Year Ago 

With 8275 applications received during Feb- 
ruarv a new record was again established in 
the history of the Business Mens Accident 
Association of Kansas City. Along with this 
new record was another, inasmuch as over 
3000 sick claims were reported during the 
month, a majority of which were on account 
of influenza. The gross income for the two 
months of 1920 shews.an increase of over 100 
per cent over the corresponding period of 1919. 
Following is the detail of this company’s re- 
markable achievement : 


1920 1919 1918 
Applications received in 
Febrary «dh .ecscccaes 8,275 5,587 4,404 
Applications received since 
Pamtary B onccccecves ce 14,267 8,995 6,977 
Claims paid in February... $49,110 
Claims paid since Jan. 1... 97,483 
Claims paid since organi- 
SAU caldera enes 2,401,487 
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Business Integrity 


isimportant when the life of your 
Organization depends upon the 
prompt settlement of all reinsur- 
ance claims, 

Our Company offers attractive 
reinsurance in connectin with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
vacked by an excellent reputation 
for Integrity in its business deal- 
ings. 


AMERICAN 
REINSURANCE CO. 


HANOVER BANK BUILDING 
N © WwW YY Oo WF KK 


WODSTODO TALON LIDDDEAONODSSTRDOORE RAO AD SDUSDUSOOAAGEERDORDNOODD DDO RNOREARODREOUESUGERODDODSGEROTOLODEDOREAIAIANNIY.~ 


UU senccnanencecegacecscansonncncceuonseniuscssecueii 











The Ocean Accident and Guarantee Cor- 
poration, Ltd. 

A very strong financial exhibit is made by 
the United States branch of the Ocean Accident 
and Guarantee Corporation of London, Eng- 
land, as of January 1, 1920. It now reports 
admitted assets, upon the New York Insurance 
Department basis, of $15,305,077, while its lia- 
bilities, in accordance with requirements of the 
New York Insurance Department, are $12,- 
145,004. In addition, however, the company sets 
aside a voluntary reserve for contingents of 
$1,200,000, and shows a surplus, beyond the lia- 
bilities and voluntary reserve, of $1,360,072. 
Of its assets, the sum of $11,868,242 is de- 
posited with insurance departments and 
trustees for the protection of American policy- 
holders. The assets increased over $2,700,000, 
and the premium income increased over $700,- 
000, having amounted to $12,272,334. It is clear 
that the home office officials of the Ocean 
Accident and Guarantee have abundant reason 
to be pleased with the conduct of its United 
States branch, of which Charles H. Neely of 
New York is manager and attorney. The 
Columbia Casualty Company of New York, 
recently organized, is allied with the Ocean 
Accident and Guarantee Corporation. 


—The directors of the Fidelity and Deposit Insur- 
ance Company, at a recent meeting, elected Col. A. 
E. Hamilton vice-president of the board to succeed 
Van Lear Black, now chairman of the board 

—George H. Montgomery has been appointed special 
agent in the Pennsylvania field of the Royal In- 
demnity. Mr. Montgomery has been with them for a 
number of years. 


The purpose of a bill now in the hands of the 
House judiciary committee of the New Jersey Legis- 
lature is to increase the maximum compensation under 
the workmen’s compensation act in case of death from 
$12 to $15 per week. 

—The First and Second Mortgage Corporation of 
Des Moines has added an insurance department and 
will handle surety bonds, fire, tornado, automobile and 
do a general insurance business. C. E. Bryan, for- 
merly business secretary of the Y. M. C. A. in Des 
Moines, will be in charge. 











Casualty, Surety, Etc. 


Insurance Companies in Cuba 

A correspondent favors us with a list of 
the insurance companies which are operating 
in Cuba, together with the names of their 
agents or directors, and information as to the 
There are 
two lists, namely, those whose offices are lo- 
cated in Havana, and those located in other 
This information is presented below, 
showing name of company, agent or director, 
and kind of insurance: 


classes of business they transact. 


cities. 


Alliance, G. H. Finlay & Co., fire. 
Atlas Assurance Company, Ltd., 
fire and surety. 


Jacinto Pedroso, 


Commercial Union Assurance Company, Lorenzo |). 
Iridat, fire and surety. 

Continental, Chas. R, Neidlinger, fire and surety. 

Cia de Seguros Cuba, Julian Linares, fire, life and 
accident. 

El Comercio, J. Omenaca, fire, life and accident. 

Employers Liability, Zarraga y Cia., fire. 

Great American, Carrillo y Laguardia, fire. 

(;uardian, Leslie Pantin, fire. 

Ilartford Fire Insurance Company, The Trust Com- 
pany of Cuba, fire and marine. 

Home Insurance Company, The Trust Company of 
Cuba, fire. 

Cia Internacional de Seguros, G. Ramirez, life and 
marine. 

La LBeloise Fire Insurance Company, Manuel 
LLlerandi, fire and marine. 

La Cubana, Henry Bennett, fire, life and marine. 

La Mercantil, Pedro L. Sueiras, fire and marine. 

La Metropolitana, Virgilio Ortega, fire, life and 
marine. 

La Union Nacional, Martia Prats. fire, life and 
marine. 

Liverpool, London and Globe, Ricardo P. Nobby, 
fire. 

London Assurance Corporation, Luis R. Munoz, fire. 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1918 


(Condensed from Statement to U.S. Treas Dept 


Admitted Assets... $2,770,083 .82 
Lia. and Reserves. 1,288,016. 46 
oe 1,000,000 00 
| ee 482,067 36 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 
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London and Lancashire, Balban Libo y Cia., fire. 

L’Union de Paris, Ernesto Gaye, fire. 

National Fire Insurance Company, Chas. M. Lewis, 
fire. 

Magra, Zaldo y Martinez, fire. 

Norwich Union, George Millington, fire and marine. 

Phoenix (Hartford), The Trust Company of Cuba. 
fire. 

Phoenix Assurance Company, Garica y Villalbe, fire. 

Royal, J. Balcells y Cia., fire and marine. 

Royal Exchange Assurance Corporation, Zaldo y 
Martinez, fire. 

Scottish Union, C, E. Becls y Cia., fire. 

Sun, Bernardo G. Torres, fire. 

Union Assurance Society, Emilio Marimon, fire. 

Union Hispano Americana, Ing, Joaquin Capil.a, 
tire, life and marine. 

United States, Chas. R. Neidlinger, fire. 

Western Australian, kernando G. Tarafa, fire. 

Etna, Ricardo P. Kobby, fire. 

Northern Assurance Company, 
Ajuria, fire. 

North British, Aquilino Ordonez, fire. 

El Iris. 

la Comercial, Antonio Leza. 

Cia. Cuban de Accidenies. 

Cia. de Defensa Comercial. 

Cia. Cubana de Fiauzas. 

Union Industrial. 

Union Latina. 


Companies located in other cities of Cuba, 
showing name of company, city located, agent 
or director and kind of insurance: 


Manuel .\. de 


Cienfuegos, Cienfuegos, M. Diaz, fire and surety. 

Cia. de Sagua, Sagua la Grande, M. Garcia, fire and 
surety. 

Oriente, Santiago de Cuba, Enrique Ros, fire, 

Yorkshire, Santiago de Cuba, Mercade Bergues y 
Cia., fire. 


Bankers and Shippers Community of Interest 
with American Bonding 

O. F. Roberts, formerly vice-president 
and general manager of the Chicago Bond- 
ing and Insurance Company, now merged 
with the American Bonding of Sioux City, 
has been appointed supervising general 
agent, with headquarters in Chicago. His 
field includes Illinois, Wisconsin, Indiana, 
Kentucky and eastern Missouri. The Chi- 
cago Bonding Agency Company has been 
organized to represent the American Bond- 
ing exclusively. The General Underwriters 
Agency Company has also been organized, 
with the same officers as the Chicago Bond- 
ing Agency Company, and will represent 
the Bankers and Shippers of New York in 
Cook county for automobile, fire and theft. 
It also has a brokerage connection with the 
|.ondon and Lancashire and associated com- 
panies for fire insurance. 


The Southern Surety of Des Moines has become 
a member of the Bureau of Personal Accident and 


Iealth Underwriters. 


Thursday 


Conference of Statisticians 

The National Council on Workmen's 
Compensation Insurance has issued a call 
through its manager, H, E. Ryan, to a gen- 
eral conference in New Yorx city on March 
22. W. W. Greene of the Compensation In- 
spection and Rating Bureau of New Jersey 
will preside and the following papers will 
be presented: 

1. “History of Compensation Statistics in 
the United States,” Hon. Frank H. Hardi- 
son, former Insurance Commissioner ol 
Massachusetts. 

2. “Uses of Schedule Z.” Dr. E. H. 
Downey, compensation actuary of the 
Pennsylvania Insurance Department, and 
William Leslie, actuary of the New York 
Insurance Department. 

3. “Instructions for the Preparation of 
Schedule Z.” Detailed explanation by G. I. 
Michelbacher. 


4. “Compilation of Schedule Z.” Dis- 
cussion from the carriers’ standpoint. 
George D. Moore, F. R. Mullaney and 


others. 

5. “Auditing of Schedule Z; 
Correctness of the Results.” 
well, 

Ohio Compensation Plan in Danger 

It is claimed that more than 100 field 
men of the Ohio Industrial Commission 
will be forced to quit work in May because 
of the failure of the legislature to provide 
adequate funds. Friends of the workmen’s 
compensation fund see a “scheme” in the 
refusal of the legislators to provide funds, 
to make the administration of the law so 
unsatisfactory to both employees and em 
ployers as to provoke a movement for the 
dislodgement of the entire plan. 

According to industrial commission of- 
licials the prompt settlement of claims will 
be seriously handicapped through lack of 
funds; one official of the commission de- 
claring that “the liability 
making a last desperate effort to maintain 
a foothold in Ohio. 


Testing the 
E. S. Cogs- 





companies are 


Continental Casualty in Canada 

The Continental Casualty, which 
licensed in Canada last year, has now com 
pleted its Dominion plans. Proctor Broth- 
ers and Jones of Toronto have been ap- 


Was 


pointed chief agents for the Province of 
Ontario; Dale and Company, Ltd., of Mon- 
treal are to be chief agents for the Province 
of Quebec. and Warren Griffiths, superin- 
tendent of agencies, is now in Winnipeg 
completing arrangements for the chief 
agencies of the Western provinces. 





CRUM & 


GENERAL 


95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D.C. 


F. M. GUND, Mor. western Dept. 
“reeport, Illinois 


32 


FORSTER 


AGENTS 
NEW YORK CITY 


The North River Ins. Co., N. Y. 
Union Fire Ins. Co. Buffalo, N. Y. 


. United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


San Francisco. California 
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FARM MORTGAGES | 


in amounts and maturities to suit have been our specialty. We deal exclusively in farm 
mortgages and control the choicest offerings from Oklahoma, Texas, Louisiana, Arkansas, 


New Mexico, Colorado, Kansas and Wyoming. 
These ever dependable income-producing securities appeal to the careful investor 
because: 
—1l. They can be easily appraised and understood. 
-2. They require little or no personal management. 
—3. They never fluctuate in value and are always worth par. 
4. They yield a steady, sure and definite interest return and are 
never affected by panics or hard times. 

-). They are not injured by receivership, the passing of dividends, 

labor troubles or the advancing cost of material or fuel. 

6. They cannot be manipulated or exploited by others but are com- 
plete individual investments, solely and fully under the control 
of the investor. 

7. They represent a first lien against a highly productive farm 
steadily enhancing in value thus adding greater security from 
year to year. 

—-8. They are backed by prosperous farmers producing the world’s 

greatest necessities now commanding record prices. 

— 9, They have a distinct advantage in having back of them one of 
the most successful loan companies which deals exclusively in 
farm mortgages and which considers the confidence and good 
will of its investors its greatest asset. 

10. They offer the most generous interest return consistent with 


absolute safety. 





THE F. B. COLLINS INVESTMENT COMPANY 


PAID-UP CAPITAL $250,000.00 


OKLAHOMA CITY OKLAHOMA 
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Agency Wants 


Prominent Agents and Brokers 











. WANTED 


An Insurance Company Insuring Oil Derricks in Okla- 
homa—also one insuring country stores and frame buildings 








of high rate. R. B. Thomas, 501 Baum Bldg., Cklahoma, 
Okla. 
. WANTED 
FIRE INSURANCE UNDERWRITING 
' MANAGER 


A large Fire Insurance Company, now being or- 
ganized in the South, wishes to get in touch with a 
man of broad fire-underwriting experience. Nearly 
$1,000,000.00 of proposed stock has already been sold. 
Address Box 10, care of THE SPECTATOR, 135 William 
St., New York City. 
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Medical Examiner 








R. D. MacKINNON, M. D. 


PRACTICE LIMITED TO INSURANCE WORK 


Compensation, Accident and Health 
and Liability Lines 


139 WALNUT ST., 








Prominent Agents and Brokers) 








LEON IRWIN & CO., Ine, New Orleans, La. 
REPRESENTING 
National Union 
National-Hartford 
Philadelphia Underwriters 


uyvesant 


Maryland Casualt 
New York Plate Class 
Indemnity Company 
of America 
Automobile Insurance 


American Eagle 

Automobile-Hartford 
British-Amer.Assurance 
Fidelity-Phenix 
Insurance Underwriters 


BROKERS LINES SOLICITED 











NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLEMANNIA 
FIRE OF PA. CAPITAL FIRE OF N. H. 
GEORGIA HOME OF GA. UNITED 
AMERICAN INS. OF PA. 


P. B. DUTTON, MGR., ROCHESTER 





PHILADELPHIA, PA 




















J, L. MITCHELL 
Is prepared to successfully negotiate and finance the reeinsurance or Cone 


solidation of either Legal Reserve, Mutual Assessment or Fraternal Life 
Companies, Associations or Orders. 


Temporary money advanced on strictly private arrangements. 
All communications held personal and confidential. x 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 








F. JANSSENS 


* Agent d’Assurances 
et de 
Reassurances 
Anvers Bruxelles 


2 Courte rue des Claires 28 rue St. Michel 








Actuarial 








FACK LER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F.A.S. 
CONSULTING ACTUARIES 
86 Nassau Street New York 





MILES M. DAWSON & SON. 
CONSULTING ACTUARIES 


141 BROADWAY. NEW YORK 


Zz. H. NITCHIE 
ACTUARY 
19 SOUTH LA SALLE STREET 


1338 Association Building 
Telephone. Central 3462 CHICAGO 





PAUL L. WOOLSTON 
INSURANCE EXAMINER, ACTUARY 
AND ACCOUNTANT 


MAJESTIC BLDG., ‘DENVER, COL 





DONALD F. CAMPBELL 
CONSULTING ACTUARY 


76 WEST MONROE STREET 
Telephone, Randolph 918 


CHICAGO 





FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


SIl-812-81 HUME-MANSUR BLDG., INDIANAPOLIS, IND. 





JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 
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Actuarial 








JNO. A. COPELAND 
CONSULTING ACTUARY 


124-126 HURT BLDG. ATLANTA, GA: 





JAMES H. WASHBURN, F.A. I. A. 


CONSULTING ACTUARY 
ROOM 1303 165 BROADWAY, NEW YORK CITY 


Expert Advice on Domestic, Tropical and Semi-Tropical 
Business 


Cable Address: Gertract, New York 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 Broadway 








New York 





T, J: McCOMB 
CONSULTING ACTUARY 


Colcord Building OKLAHOMA CITY, OKLA. 





F M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


Burns & SpewaAkMAB 
Certified Public Accountants 





T. C. RAFFERTY 


CONSULTING ACTUARY 
Suite 714 Weightman Building 
Philadelphia, Pa 





Complete Rate Books Formulated 





A. SIGTENHORST 


CONSULTING ACTUARY 





NATIONAL CITY BANK BUILDING WACO, TEXAS 


FREDERIC S. WITHINGTON, F.A.I.A. 
CONSULTING ACTUARY 





402-404 Kraft Bullding Des Moines, lowa 


Telephone Walnut 3761 


W, H. GOULD 
ACTUARY & EXAMINER 
SYSTEM REVISION 


NEW YORK 


256 BROADWAY 


THE BOURSE, PHILADELPHIA | 





| 
| 
| 
| 





ABB LANDIS, Actuary 


To January ist, 1920, Mr. Landis has been 
employed by 204 of the oldest and largest 
Fraternal Societies in the United States and 
Canada, to compute rates of contribution, to 
make valuations, to report on readjustments, 
to prepare forms of certificates, to write consti- 
tutions and to give technical advice. Long 
experience in fraternal work and technical 
Knowledge of insurance and law give a su- 
perior value to his services. He has dealt with 
every phase of the business to the satisfaction 
of clients. 

NASHVILLE, TENNESSEE 
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W R. HALLIDAY 


CONSULTING 
ACTUARY 





INSURANCE EXCHANGE CHICAGO 





Insurance Lawyers 








IRELAND 


GEORGE McILDOWIE & SONS Attorneys-at-Law Belfast, Ireland ° 
Refer to Equitable Life, Mutual Life, New York Life, Metropolitan, tna Life, John Hancock 
Mutual, Illinois Life, Boston Mutual and American Consul at Belfast. Cables: MclIldowie, Belfas 








Insurance Examiners and Adjusters 











CLAIM SUPERVISION 


The busy claim executive likes to feel that 
the cases he refers to a field representative 
will be promptly and efficiently handled with- 
out further supervision. 


Liabilit. 

Compensation - R. L. NASE Virginie, 
— Adjuster for Casualty Companies ll 
Health 1109-10 Mutual Bldg,, Richmond, Va. Carolina 





Claims 








ACTUARIAL STUDIES 


sae. No. 1. ‘SOURCES AND CHARACTERISTICS OF THE PRIN- 
IPAL MORTALITY TABLES.” Price $1.25 plus cost of delivery, 


Study No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
TABLES.” Price $1.25 plus cost of delivery. 


These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 


Chapter on “‘ Disability Benefits” (Study No. V.) is nearly complete and 
should be ready shortly. 


Good progress has also been made on the chapters ‘‘ Construction of 
Mortality Tables (No. II.) and ‘‘ Population Statistics’? (No. III.). It will 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 WriL1AM STREET 
Insurance ExcHancE NEW YORK 
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C. A. PALMER, Prest. S. D. ANDRUS, Vice-Prest. 
W. A. ELDRIDGE, Sec. and Managing Underwriter. 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
406-412 DIME BANK BUILDING 


EES Bo Woes er sae teen ess omen eee et . $616,934.38 
LIABILITIES, INCLUDING CAPITAL........... 553,387.67 

EES. bios cick atwhing vase co cumancn $58,546.71 
SURPLUS TO POLICYHOLDERS.......... . .$317,696.71 


AGENTS WANTED.-IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 


Missouri 
General Agency Openings 


OUR POLICIES SELL 
RATES PER $1,000 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 














MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 


Policies Issued on the Weekly Plan Only 





‘‘Our Record is Our Reputation” 


W. A. JOHNSON, Pres. J. A. WALKER, Secy. 














Reserves and Surplus to Policyholders 
$1,685,000.00 


A Good Policy 
on’ IN 


LIFE 
HEALTH 
ACCIDENT 


NE po_icy 
NE * REMIUM 


—aeRN 
Nore 


INSURANCE CO. 
SEATTLE, U. S. A. 


Protection to you 
while living, andtc 
yours afterwards 


Good Agency Cor- 
tracts to Reliable 
“Live”? Insurance 
Men—Write today 





D. B. MORGAN 


Home Offices, Northern Life Building 
President 


Fourth Ave. and Seneca St. 




















Casualty Life 


RE-INSURANCES 


WILLIAM GC. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 


Fire 














WHAT MONEY COULD NOT BUY 


The name Massachusetts Mutual is packed full of meaning to 
the insuring public. It stands for perfect protection at low net cost, 
for absolute security, and for unexcelled-service. It stands for some- 
thing which no money could buy—an untarnished reputation. Sixty- 
eight years of square dealing have gone into the making of that name. 
Is it strange that it means so much to the representatives of the Com. 


? 
tie Joseph C. Behan, Superintendent of Agencies 


en MUTUAL LIFE INSURANCE COMPANY 
Springfield, Massachusetts. 
Incorporated 1851. 








- The Sub agent who is producing a fair amount of 
good business would do well to tie up under our direct 
contract with the Company and secure home office 
assistance and full general agent’s commissions. 

The young company appreciates the value of a good 
representative. Here is a chance to grow with a 
growing company. 


PURITAN LIFE INSURANCE COMPANY 


Organized 1907 
HOME OFFICE PROVIDENCE, R. I. 








SALARY AND COMMISSION 


offered to capable man to manage an im- 
portant open territory, comprising seven 
counties in Pennsylvania. Address 


W. E. NAPIER, Secretary 


SCRANTON LIFE INSURANCE CO. 
SCRANTON, PENNA. 














Extracts from Report of Examination of 


Southwestern Life Insurance Company 
By the State of Texas, June 28, 1915. 
“It is noteworthy that this Company was organized 


without any promotion expenses.” 


“T beg to report further that I find the Company in 
excellent financial condition. The volume of its business 
has steadily increased, its surplus is growing rapidly and its 
funds are being carefully conserved under expert super- 


vision.” 
HOME OFF,CE, DALLAS, TEXAS. 





WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI, WEST VIRGINIA 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. Ii 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice=President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 
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ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST, LARGEST, STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00. 


And Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 


TR as a eee $20,700,133.74 
DRS vec 5 Peas eek Se een 18,650,203.62 
Copital and Surplus. . .-.........+.2. 2,049,930.12 
Insurance in Force................. 176,501,808.00 


1,851,338.97 


Payments to Policyholders.......... 


Total Payments to Policyholders 
since Organization............ 23,840,173.80 


JOHN G. WALKER, President 





FOR FOLDER. 
SHOWING ELABORATE DISPLAY 














T Policies that promptly respond to 

the up=to=date needs of the public 
and proven field programs that result 
in larger incomes to agents make 
this an ideal company to represent. 


mm 





1894 1920 


STATE LIFE 
INSURANCE COMPANY 
INDIANAPOLIS 


OVER SEVENTEEN MILLION 
DOLLARS IN SECURITIES 


Deposited with Auditor of State of 
Indiana for the Sole Protection of 
Policyholders. 


Zee Sow 


™ © 





Good Territory and Remunerative 
Contracts for Men Who Can “Do 
Things.”’ 
On Agency Matters Address 
CHAS. F. COFFIN, Vice-President 
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Great Southern 
LiteInsurance Co. 


of Texas 





Insurance in force over $80,000,000.00 





Assets over $10,000,000.00 


Texas 


Dallas 

















PUBLIC. LIFE INSURANCE CO. 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


LOUIS NAROWETZ, President 


108 So. La Salle Street CHICAGO, ILLINOIS 

















Thursday 

















National Life Insurance Company 
of the Southwest 


The company to represent in New Mexico and Arizona 
‘*More days of Sunshine’’ 


For attractive agency proposition Write 


E. T. CHASE 


Secretary €@ General Manager 
ALBUQUERQUE, NEW MEXICO 




















Look! 
Listen! 
A Michigan Company 


for 


Michigan People 


Stop! 


Detroit, Michigan Liberal Contracts to Live Agents 


ELMER FB. DEARTH Upto the minute policies. Write us. 
President 











STATE MUTUAL LIFE ASSURANCE CO. 
OF WORCESTER, MASS. 
Incorporated 1844 
1919 
SEVENTY-FIFTH ANNIVERSARY YEAR 
For 75 years—far longer than the average 


life—the STATE MUTUAL has furnished 
unsurpass2d protection and service. 


Additions are made to our agency force when the 
right men are found. 


B. H. Wright, President D. W. Carter, Secretary 
Stephen Ireland, Superintendent of Agencies 


Equitable Life Insurance Company 


of the District of Columbia 





ORDINARY AND INDUSTRIAL 


Established in the District of <olumbia, West Virginia, Ohio and Delaware 
. HENRY P. BLAIR 


. _..JOSEPH SANDERS 
WILLIAM A. BENNETT 


President 

Vice President : f : oe 
2nd Vice President (Agency Supervisor) 
Secretary . 5 ae cae, é . ALLEN C. CLARK 
Actuary . : , A ‘ i GILBERT A. CLARK 
Main Office, 816 14th St., N.W.,WASHINGTON, D.C. 


‘* Strong as the Strongest” 


The Northern Assurance Co, 
(Ltd. of London) 
Entered United States 1854 





Organized 1836. 


Losses paid, -  ~- - - ° - 
Losses paid in United States - - . 


$113,000,000 
$42,000,000 


Eastern and Southern Departments: 


55 JOHN STREET +» = = NEW YORK 


ZURICH 


GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 


All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 
































We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in-~ 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 











High Class Salesman Wanted 


to sell American Credit Insurance 





Credit Insurance begins where Fire Insurance stops—after 
merchandise has left the protection of four walls, and been 
turned into accounts. 


And American Credit Insurance does far more than merely 
provide for the payment of abnormal losses. It establishes 
a safe credit basis. It promotes the means to prevent losses. 
It eliminates waste, and reduces the failure rate. 


Thus, when you sell American Credit Insurance, you are 
selling a constructive and highly desirable Service needed 
and wanted by the leading Manufacturers and Jobbers. 


This calls for integrity and ability of the highest order— 
for an Al salesman. To such a man we can offer an un- 
usual opportunity. 


Commission basis only. 


THE AMERICAN CREDIT 
INDEMNITY COMPANY 


of NEW YORK E. M. TREAT, President 


91 William Street 
New York 


415 Locust Street 
St. Louis, Mo. 


Offices in all Principal Cities 


A. B. Treat, Gen’! Eastern Mor. 








91 William Street New York 














March 18, 1920 


> 


THE “SPECTATOR 











Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTpD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPAny 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, -AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT. HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 
33 Broad Street, Boston 














WE WANT AGENTS 


to push our five-point-nine policies. 


Dwight & Hilles. Resident Mgrs. for N.Y. State, 56 Maiden Lane, N.Y. 
Excellent fowa territory and liberal 
‘contracts for men of good reputation. 


e “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO: 
Home siiensdtiamaie emcees sie tien Moines, lowa 








‘FOUR BONDS GUARANTEE INTEGRITY” 


CASUALTY 
INSURANCE 


NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 














GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, W. Va. 


The popularity of our SPECJAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 
SUCCESS to wide awake Insurance Salesmen. 

We also write TOTAL DISABILITY which provides 
for Waiver of Premium and Monthly Income and a clean 
cut DOUBLE INDEMNITY BENEFIT. 

Just at present we have a few attractive Agency 
openings in the State of OHIO. For particulars address: 


C. B. BEAUMONT, State Manager 
2205 East 83rd St., Cleveland, Ohio 


























TRUST ESTATES 
By W. J. SINCLAIR 

Well-to-do men frequently have their minds burdened with the necessity of making 
some fitting provision for those who will survive them. A leaflet published by The 
Spectator Company entitled “‘Trust Estates” sets forth convincingly the methods 
and advantages of creating a trust fund with a life insurance company to provide an 
annual income in the future. A real business producer. 

Prices: per copy, 15 cents; 50 copies, $4,00; 100 copies, $6,00; “a copies, $20.00; 
1,000 copies, $35.00; 5,000 copies, $150.00; 10,000 copies, $250.00 


THE SPECTATOR COMPANY 
135 William Street 


CHICAGO OFFICE 
New Yore 


Insurance Exchange 





CGuaran CC ih und 


te 
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PURE LIFE 
INSURANCE 
PROTECTION 


American National Insurance Company 
of Galveston, Texas 
W.L. MOODY, JR., President 


Fifteenth Annual Statement, December 31, 1919 


ASSETS 
$884,324.41 
3,091,830.79 
651,057.17 
1,589,468.02 
32,600.00 
46,679.22 
690,373.70 
157,631.02 
168,995.02 
2,827.02 


Real Estate Owned. ee 
Mortgage Loans, F irst Liens... <2 
Loans Made to Policy Holders on C ompany’ ’s Policies. eee Pee 


Collateral Loans 

CaanCaIG Gl RIEU s 6 okie sgl se pant abgmasedce saan ders 
Cash in Banks 

Interest Due and Accrued. wentnldie aan ates 

Net Deferred and U ncollected | Predilanial... +. 2 os cox w 

All other Assets.........-. ata a 


$7,315,786.37 
LIABILITIES 

Net Reserve American Experience 3 and 3% per cent.. . $5, 
Special and Contingent Reserve..... eeSeneaeens 
Death Losses in Process of ' Adjustment - 
All other Liabilities. . atk 
Capital Stock. 
Assigned Funds. . 


SS Per eerie Pee 
Surplus Security to Policy Holders See as 


43,808.08 
my 521. 59 

2,029.75 
100/120.13 


é 
9 


$250,000.00 
. 185,842.40 
. 757,464.42 
1,193,306.82 
$7,315,786.37 
Life Insurance in Force, $101,632,847.00 
Paid Policy Holders, $7,175,570.00 


‘*Anchor to the Anico”’ 
For Further Particulars Write to: 


5. Hutchings, Actuary and Agency Mgr., Ordinary Department. 
W. J. Shaw, Secretary and Mgr., Industrial Department 














CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


U. S. Head Office: CALEDONIAN BUILDING, 50-52 Pine Street, N. Y. Citg 


CHAS. H. PCST, U. S. Manager 


R. C. CHPISTOSHER, Assistant U. S. Manager 








THE SPECTATOR 











SUN LIFE ESTABLISHED NEW LANDMARKS in 1919. 


RE Ob BIE TE soo hee Phe ed re SETA ke oe ee $105,711,468.27 
Increase over 1918.. an ares : 8,091,089 . 42 
Cash Income from Premiums, Interest, Rents, etc., ., in 1 1919 Laas cont anh b aclioe ak oe Gee Ree 25,704,201.10 
Increase over 1918. FI Lo Mae eR lL pag 4 4,053,101.41 
Profits Paid or Allotted to Policyholders i in 1919. panes irre er ewe ld eRe eee in leah 1 606,503.37 
Total Surplus 3lst December, 1919, over all liabilities and capital Wit.) ere 8,037,440.25 


(According to the Company’s Standard, viz., for assurances, the OM, (5) Table,with 31 and 3 per cent. interest, 
and for annuities, the B. O. Select Annuity Tables with 31% per cent. interest.) 


Death Claims, Matured Endowments, Profits, etc., during 1919... ...... eis hie ata 12,364,651.15 
Payments to Policyhélders since organization.............. COLE >. Rae REE aT: 91 227,532.30 
Assurances issued and paid for in cash ame © a3 5 ke aa eee ee a oe ee 86,548,849.44 
Increase over 1918 ...°!°. FX& De a eae ' : 34,957,457 . 40 
Life Assurances in force 31st December, 1919 sure ve ite i ela la aa acepane Kee tae he cae 416,358,462.05 
Increase over 1918. re oc BS Sg eS EOR : 75,548,805 .92 
Life Assurances applied f for ‘during 1919. Scale aio Al + ic gta a BABE oe De A cate aL aL SL eS 100,336,848.37 
Increase over 1918. we A ie eet. A cape D ne ot j 42,529,881 .70 


The SUN LIFE issues more ordinary assurances annually than any other Company of the British Empire. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


, HEAD OFFICE MONTREAL 
(1871 tr. T. B. MACAULAY, President 1920 

















ACTUAL RESULTS FROM 


ScIENTIFIC-FIRE—Loss—ADJUSTMENTS 


EXPLAINED FULLY IN OUR NEW BOOKLET 


“Proof of Service’’ 


MAILED FREE TO FIRE INSURANCE BROKERS 
AND AGENTS. — 


STANDARD APPRAISAL COMPANY 


HOME OFFICE 


CHICAGO | 56 PINE STREET BOSTON 
DETROIT : PHILADELPHI 
TORONTO NEW YORK : KANSAS an. 
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